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Injection  comfort  is  the  first  concern  of  patients  who  use  insulin  every  day.  That's 
why  B-D  insulin  syringes  are  more  recommended  by  hospital  doctors  and  nurses  than 
any  other,  and  why  9  out  of  1 0  patients  prefer  them 

Only  B-D  insulin  syringes  have  the  unigue  Micro-Fine  III  needle,  made  from  the 
finest  28  gauge  tempered  steel.  We  fine  machine  every  tip  with  a  special  finishing 
process.  Then  finally  we  add  a  delicate  film  of  micro-bonded  lubricant.  Quite  simply 
it  means  that  by  dispensing  B-D  insulin  syringes,  your  customers  get  the  smoothest 
injection  possible. 

We  also  offer  a  nationwide  support  service  to  any  insulin  user  needing  practical 
advice  on  diabetes  care.  Every  week,  more  patients  are  finding  that  there's  a  lot  we  can 
do  to  help.  Because  at  B-D  we  look  after  their  quality  of  life,  just  as 
our  Micro  Fine  III  needles  look  after  their  skin  We're  NO.l  beCaUSe  patieiltS  pUt  COmfOrt  fjPSt. 
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Available  in  1ml  or  V2ml  sizes,  in  packs  of  10. 
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COMMENT 


The  proposed  restrictions  on  GPs'  budgets  announced 
by  Health  Secretary  Kenneth  Clarke  means  doctors 
will  be  encouraged  to  limit  the  costs  of  prescribed 
drugs  wherever  possible.  There  will  be  a  move  away  from 
branded  to  generic  medicines  with  a  potentially  calamitous 
effect  on  the  UK  research-based  drug  industry.  The 
outcome  for  many  pharmacies  will  be  equally  serious. 

The  decision  to  terminate  the  cost-plus  contract  was 
not  taken  in  isolation.  By  moving  first  to  secure  NHS 
contract  limitation  for  pharmacy,  with  cost  savings  through 
cash  attrition  on  small  pharmacies,  the  Government  both 
established  the  precedent  of  eroding  cost-plus  and  created 
a  platform  for  making  further  economies  in  the  pharmacy 
bill  through  the  action  of  third  parties. 

With  on-cost  apparently  pegged  in  the  next  financial 
year,  any  reduction  in  the  cost  of  prescribed  medicines 
translates  into  a  smaller  income  for  contractors  dispensing 
the  same  number  of  prescriptions.  Add  in  that  script 
numbers  may  be  reduced  and  take  away  the  cost-plus 
element  of  the  contract,  and  there  is  no  mechanism  for 
accurately  reflecting  the  cost  involved  in  dispensing  fewer 
scripts  —  overheads  for  the  pharmacist  wiU  not  be  reduced 


at  all.  The  outcome  when  the  proposals  come  into  effect  in 
1991  will  be  a  reduction  in  profitability  for  many 
pharmacies.  Of  course,  the  new  strictures  on  GPs  could 
mean  more  involvement  on  individualised  drug  formularies. 
This  will  give  much  professional  satisfaction  but  little 
pecuniary  reward. 

Any  drastic  reduction  in  pharmacy  numbers  might 
produce  a  surfeit  of  second  pharmacists  but  there  will  be 
little  cash  around  to  pay  for  them.  And  the  Government's 
backing  for  a  pharmacist  health  adviser  in  every  High  Street 
will  seem  rather  hollow  if  its  actions  limit  access  through 
effecting  pharmacy  closures. 

Just  as  the  Government  is  proposing  to  allow  FPCs  to 
plough  half  of  any  savings  made  on  GPs'  drug  budgets  back 
into  local  healthcare  to  provide  improvements  agreed  with 
doctors  so  it  must  consider  putting  back  into  pharmacy 
some  of  the  savings  it  is  going  to  painfully  extract.  Setting 
up  pharmacists  to  provide  new  health  services  for  the  local 
community  will  both  satisfy  their  professional  aspirations 
and  give  a  cost-effective  return  on  Government 
investment.  How  much  better  to  do  this  than  strip  the 
assets  that  pharmacy  is  waiting  to  give. 
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Double 
standards? 


Davies  presses  for  SGM 
on  'supervision' 


Mr  John  Davies  has  renewed  his 
call  for  the  Royal  Pharmaceutical 
Society  to  hold  a  special  general 
meeting  on  the  subject  of 
supervision. 

Mr  Davies,  secretary  of  the 
Rural  Pharmacists  Association, 
says  the  Council's  model 
dispensing  procedure  had  not 
advanced  the  argument  at  all.  He 
had  seen  the  proposals  before 
they  were  published  and  his 
request  for  an  SGM  was  sent  to 
Lambeth  last  week. 

Mr  Davies  has  held  the  view, 
right  through  the  arguments  over 


the  "relaxation  of  supervision"  — 
a  description  disputed  by  the 
Council  —  that  the  public  and  the 
profession  are  best  served  by  a 
final  check  of  all  dispensed 
medicine  by  the  pharmacist.  His 
first  request  for  an  SGM  last 
October  was  withdrawn  to  allow 
the  Council  to  bring  forward  more 
detailed  proposals. 

Mr  Davies'  suggestion  that 
the  membership  be  asked  to  vote 
on  the  issue  following  a  500-word 
written  "debate"  between 
himself  and  the  Council,  was 
turned  down  by  the  Society. 


According  the  the  Byelaws  of 
the  Society:  "Special  general 
meetings  of  members  shall  be  held 
on  such  dates  and  at  such  times 
and  places  and  for  such  purposes 
as  the  Council  may  determine. 
Upon  the  requisition  in  writing  of 
not  less  than  30  members 
requiring  the  Council  to  convene 
an  SGM  for  the  purpose  specified 
in  the  requisition,  such  meeting 
shall  accordingly  be  convened 
within  such  reasonable  time  as  the 
Council  shall  think  fit. " 
n  Mr  Davies  gives  a  fiiU  account 
of  his  position  on  pi  70. 


The  Department  of  Health  is 
being  hypocritical  in  allowing  the 
proposed  new  Medicines  Control 
Agency  the  power  to  levy  fees  at 
a  level  necessary  to  cover  its 
costs,  suggests  the  NPA. 

"These  costs  are  being 
assessed  by  activity  sampling  and 
will  presumably  be  forecast  by 
reference  to  the  estimated 
number  of  licence  applications  and 
inspectors'  visits  to  be  made  in  the 
ensuing  vear, ' '  says  NPA  director 
Tim  AstiU. 

"It  is  difficult  to  understand 
how  one  branch  of  the 
Department  can  suggest  such  a 
system  when  another  is  telling 
NHS  pharmacy  contractors  that 
'cost-plus'  is  not  acceptable  as  a 
basis  for  remuneration. 


GP^'  drug  budgets  —  plans  outlined  for  1991 


The  Government  hopes  to 
introduce  drug  budgets  for  GPs 
from  April  1991 ,  the  Secretary  for 
Health,  Kenneth  Clarke, 
confirmed  on  Tuesday. 

The  aim  would  be  to  keep 
prescribing  costs  down  without 
preventing  doctors  from  providing 
the  necessary  medicines  for  their 
patients,  he  said,  on  publication  of 
the  NHS  review,  "Working  for 
patients"  (HMSO  £8.80). 

Each  year  the  provision  made 
for  family  practitioner  services 
drug  costs  in  the  Parliamentary 
estimates  will  be  divided  into 
separate  firm  budgets  among  the 
14  health  regions,  and  RHAs  will 
set  drug  budgets  for  each  family 
practitioner  committee,  based  on 
prescribing  costs  in  that  area. 
FPCs  will  then  set  "indicative 
budgets"  for  each  practice,  in 
discussion  with  GPs  themselves, 
taking  into  account  existing 
prescribing  costs  and  the  average 
for  similar  practices  elsewhere. 

In  determining  the  total 
amount  available  for  drug 
spending,  the  Government  will 
provide  for  the  medicines  people 
need,  at  reasonable  prices,  and 
will  allow  for  the  introduction  of 
new  drugs,  the  White  Paper  says. 
The  amount  for  any  year  may 
need  revising  if  there  is,  say, 
severe  cold  weather  or  a  flu 
epidemic,  but  otherwise  RHAs 
and  FPCs  will  be  expected  to  keep 
to  their  budgets. 

FPCs  will  monitor  spending 
and  discuss  with  any  practice  the 
reasons  why  it  is  exceeding  its 
budget  and  the  steps  it  should  take 
to  curb  spending.  RHAs  will,  in 
turn,  monitor  the  performance  of 
FPCs.  Any  overspending  will  be 
taken  into  account  when  the 


following  year's  overall  regional 
allocations  are  determined. 

Information  from  the  PACT 
system  will  be  used  initially  to 
monitor  spending,  but  as  this  is 
derived  from  prescriptions  sent  by 
pharmacists  for  pricing,  there  will 
be  delays  in  providing  doctors  with 
the  necessary  information.  An 
improved  information  system  will 
therefore  be  needed  before  the 
new  scheme  can  operate  fully. 

The  Secretary  for  Health  will 
publish  shortly  a  working  paper 
setting  out  how  the  scheme  will  be 
implemented,  for  discussion  with 
interested  parties.  The  paper  will 
cover  the  importance  to  be 
attached  to  the  different  factors  to 
be  considered  in  setting  budgets; 
how  best  to  provide  up-to-date 
information  on  doctors' 
prescribing;  and  the  role  of  local 
formularies  by  which  FPCs  and 
district  health  authorities  can 
establish  prescribing  policies. 

If  a  doctors'  practice  exceeds 
its  budget,  the  FPC  will  first  offer 
advice  then,  where  necessary,  try 
to  influence  the  GPs'  prescribing 
by  a  process  of  peer  review.  The 
Government  will  also  seek 
powers  to  enable  FPCs  to  impose 
financial  penalties  on  GPs  who 
persistently  refuse  to  curb 
excessive  prescribing. 

It  will  be  possible  for  an  FPC  to 
agree  with  GPs  that  they  should 
aim  for  expenditure  lower  than  the 
proposed  budget.  If  the  target  is 
achieved,  half  the  saving  will  be 
retained  by  the  FPC  and  spent  on 
improving  primary  care  in  that 
area.  "For  the  first  time,  this  will 
give  the  medical  profession  a 
positive  incentive  to  encourage 
cost-effective  and  prudent 
prescribing,"  the  paper  says. 


The  Government  intends  to 
make  FPCs  accountable  to  RHAs, 
as  are  DHAs.  This  change  will 
bring  responsibility  for  primary 
health  care  and  hospital  services 
together  at  a  strategic  level.  It  will 
then  be  easier  to  plan  and  monitor 
effectively  policies  spanning  both 
services,  for  example,  in  disease 
prevention. 

Other  key  changes  mentioned 
in  the  White  Paper  include: 
n  Delegating      as  much 
responsibility  as  possible  to  local 
level. 

□  Allowing  major  hospitals  to 
apply  for  a  new  self-governing 
status  as  NHS  hospital  trusts. 
They  would  take  fuller 
responsibility  for  their  own  affairs, 
while  remaining  in  the  NHS. 

□  Allowing  some  family  doctors 
to  apply  for  their  own  budgets  to 
buy  services  direct  from  hospitals. 

□  The  introduction  of  new 
funding  systems  for  health 
authorities  and  for  hospitals.  All 
NHS  hospitals,  whether  run  by 
health  authorities  or  self- 
governing,  would  be  free  to  offer 
their  services  to  different  health 
authorities  or  to  the  private 
sector. 

□  The  reform  of  health 
authorities  and  family  practitioner 
committees,  so  that  they  would  be 
run  on  more  business-like  lines, 
with  executive  and  non-executive 
directors.  FPCs  would  have  11 
members  —  a  chairman,  four 
professionals  (a  GP,  community 
pharmacist,  dentist  and 
community  nurse),  five  lay 
members,  and  a  chief  executive. 

□  A  more  rigorous  audit  of  value 
for  money  by  the  independent 
Audit  Commission.  In  addition, 
doctors  would  evaluate  the 


outcome  of  clinical  procedures  and 
ensure  quality  control  of  patient 
treatment  in  the  NHS. 

Concern  by  Mr  Robin  Cook, 
Labour's  health  spokesman, 
about  the  possible  impact  on 
patients  of  the  proposals  to  check 
the  growth  in  the  drugs  bill  was 
echoed  by  the  spokesmen  of  other 
Opposition  parties  and  by  some 
Conserv'atives  backbenchers  in 
the  Commons.  Mr  Clarke 
emphasised  that  there  would  be 
flexibility  in  the  arrangements  for 
subjecting  GPs  to  cash-limited 
drug  budgets. 

Royal  Pharmaceutical  Society 
president,  Bernard  Silverman, 
said  no-one  could  disagree  with 
encouraging  cost  effective 
prescribing  and  several  projects 
had  shown  pharmacists  do 
contribute  towards  improvements 
in  prescribing  practice. 

Mr  Silverman  made  the  point 
that  cost  effective  prescribing  did 
not  always  mean  the  cheapest 
medicine.  Effective  prescribing  in 
general  practice  could 
substantially  reduce  hospital 
costs. 

He  welcomed  the 
Government's  recognition  that 
drug  budgets  must  be  indicative 
rather  than  fixed,  as  any  strict 
limitation  on  costs  would  strike  at 
the  heart  of  the  NHS. 

National  Pharmaceutical 
Association  director,  Tim  Astill, 
commented  that  the  success  or 
failure  of  the  White  Paper's 
objectives  would  depend  on  how 
the  proposals  were  implemented. 
He  hoped  GPs  would  see  the 
advantages  of  consulting  local 
pharmacists  when  taking 
decisions  on  cost-effective 
prescribing. 
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PMRpayto 
be  unveiled? 

Schemes  for  remunerating 
pharmacists  who  keep  patient 
medication  records  and  carry  out 
visits  to  residential  homes  are 
lii<ely  to  be  unveiled  at  the  LPC 
conference  on  February  21. 

Further  meetings  between 
PSNC  and  DoH  officials  are 
scheduled  before  the  conference, 
but  a  major  breakthrough  seems 
to  have  been  achieved  at  a  plenary 
meeting  last  week. 

Meanwhile  PSNC  is  writing  to 
the  chairman  of  the  Pharmacy 
Review  Panel  pledging  support  for 
the  continuance  of  the  body  in  its 
present  form.  It  appears  likely 
that  the  Panel's  terms  of 
reference  will  remain  unaltered. 


Injunction  on 
CSM  brief 

Information  about  mianserin  that 
was  due  to  appear  in  the  latest 
edition  of  Current  Problems  from 
the  Committee  on  Safety  of 
Medicines  was  withdrawn  from 
the  newsletter  following  an 
injunction  obtained  by  Organon 
Laboratories. 

The  injunction  came  after 
Organon  received  permission  for 
a  judicial  review  of  the  workings  of 
the  CSM  and  Medicines 
Commission  which  the  company 
sought  because  it  disagreed  with 
a  decision  to  make  a  slight 
variation  to  the  product  licence  for 
Bolvidon  to  restrict  its  use  in 
certain  categories  of  the  elderly. 

Organon  subsequently 
discovered  that  the  very 
information  it  was  questioning  was 
to  appear  in  Current  Problems 
towards  the  end  of  last  year, 
hence  the  injunction  to  stop  it 
being  published. 

Organon's  lawyer  Martin 
Tovell  from  London  firm  Waltons 
and  Morse  told  Ci&D  this  week 
that  the  judicial  review  had  been 
sought  for  two  reasons.  First, 
Organon  believe  the  data  on  which 
the  decision  to  vary  the  product 
licence  was  based  may  not  be 
completely  sound.  And  the  second 
relates  to  the  interpretation  of  the 
Medicines  Act  and  the  CSM's  and 
Medicines  Commission's 
responsibilities,  in  particular 
whether  information  about 
Bolvidon's  claimed  relative  safety 
in  overdose  compared  with  other 
antidepressants  should  be  taken 
into  account  when  deciding  about 
variations  to  the  product  licence. 

The  judicial  review  is  due  to  be 
heard  on  February  13. 

Beecham  are  not  involved  in 
any  litigation  over  Norval. 


GK  apply  for  Bristol 
hospital  contract 


Swindon-based  chain  GK 
Chemists  have  applied  for  an  NHS 
contract  at  Bristol  Royal 
Infirmary. 

GK  Chemists'  superintendent 
pharmacist  Ashley  Hunter  told 
C&D  that  the  company  had  put  in 
an  offer  for  a  tender  to  operate  on 
the  site,  but  had  yet  to  hear  if  it 
had  been  accepted.  "We  will  be 
happy  to  offer  whatever  service 
the  health  authority  thinks  is 
necessary,"  says  Mr  Hunter. 

District  pharmaceutical  officer 
Drummon  Forbes  told  C&D  on 
Wednesday  that,  while 
FP10(HP)s  for  outside  dispensing 
are  being  given  out  by  hospital 
clinics  as  a  temporary  measure, 
there  are  no  plans  for  any  services 


to  be  contracted  out. 

Mr  Fobes  says  that  the  health 
authority's  income  generation 
group  has  been  looking  at  renting 
space  in  the  Royal  Infirmary's 
ground  floor  to  retail  businesses. 
To  test  interest  florists, 
newsagents  and  some  pharmacy 
companies  had  been  approached. 

"There  is  no  commitment 
from  this  pharmacy  or  district  to 
put  any  of  our  services  out, "  Mr 
Forbes  says.  "People  are  just 
looking  at  a  pharmacy  as  a  retail 
outlet  like  any  other  in  the  high 
street.  If  hospital  pharmacies 
want  to  go  down  this  route  they 
need  to  look  at  the  long-term 
implications,  rather  than  just 
short-term  considerations." 


Lindan 
investigation 

The  Health  and  Safety  Executive 
is  investigating  the  safety  of  the 
pesticide  lindane. 

It  is  requesting  evidence  of 
adverse  effects  to  be  presented  to 
the  Advisory  Committee  on  the 
safety  of  pesticides.  Lindane  is 
used  as  a  wood  preservative  and 
scabicide  and  was  last  reviewed  in 
1981. 

Concerns  over  the  compound 
have  surfaced  in  the  media,  but 
the  evidence  presented  has  been 
anecdotal.  These  inquiries  are  all 
related  to  its  use  as  a  timber 
treatment  where  concentrations 
of  1 .2  per  cent  are  employed. 

Mrs  Lynn  Grant,  ICI's 
pharmaceutical  division,  said 
toxicity  profiles  for  industrial  and 
agricultural  use  cannot  be 
extrapolated  to  medicinal  lindane. 


Two  try  again  in  East  Tilbury 


Two  pharmacists  have  applied  for 
permission  to  open  a  pharmacy  in 
the  Essex  village  of  East  Tilburv', 
the  scene  in  1983  of  one  of  the  first 
cases  to  be  dealt  with  by  the  Rural 
Dispensing  Committee. 

Then  the  application  for  a 
pharmacy,  made  at  the  time  of  the 
rural  standstill  that  preceded  the 
April  1983  Clothier  regulations, 
was  eventually  rejected  by  the 
RDC.  Pharmacists  were  caught 
on  the  hop  by  the  concessionary 
stance  taken  by  local  dispensing 
GPs  prior  to  the  RDC's  hearing 
(C&D  Apnl  14,  1984,  p720). 


This  time,  the  Essex  RDC 
dispensing  subcommittee  is 
supporting  the  moves  for  a 
pharmacy  in  the  village. 

Elsewhere  in  Essex,  no  less 
than  four  applications  to  open 
pharmacies  in  the  village  of 
Hatfield  Peveril  were  discussed 
by  the  subcommittee,  which  is 
again  recommending  supporting 
pharmacy  development. 

The  DSC  is,  however,  less 
supportive  of  an  application  to 
open  a  pharmacy  in  the  village  of 
Silver  End,  between  Witham  and 
Braintree. 


The  dispensing  subcommittee 
has  also  agreed  to  continue  its 
present  stance  on  Writtle,  which 
comes  before  the  Secretary  of 
State  again  in  a  special  hearing  in 
a  fortnight's  time.  The  closed  oral 
hearing  will  hear  that  the 
subcommittee  considers  a 
pharmacy  would  be  of  benefit. 
■  It's  official!  West  Thurrock, 
well  known  to  M25  travellers  as 
the  industrial  urban  sprawl 
immediately  to  the  north  of  the 
Dartford  tunnel,  has  finally  been 
classified  as  urban  by  the  Essex 
FPC  dispensing  subcommittee. 


"Now  then  gents,  West  Thurrock.  Still  rural,  do  you  reckon?" 
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Reprimand  for  street 
corner  Phensedyl  sale 


The  Pharmaceutical  Society's 
Statuton-  Committee  in  Northern 
Ireland  has  again  heard  of  the 
dangers  of  the  abuse  of  Phensedyl 
Linctus  after  a  case  had  come  to 
the  attention  of  the  Royal  Ulster 
Constabulary's  Drugs  Squad. 

Concern  about  the  misuse  of 
the  medicine  was  raised  at  a 
disciplinary  hearing  in  Belfast  on 
January  26.  Pharmacist  Victor 
James  Doran  from  Gallows 
Street,  Dromore,  co  Down, 
accepted  that  on  January  21, 
1988,  he  supplied  four  bottles  of 
the  medicine  to  three  men  later 
shown  on  police  records  to  be 
known  drug  abusers. 

The  Committee  heard  how  the 
trio  —  who  had  previously 
travelled  to  Mr  Sterling's 
premises  to  obtain  the  medicine  — 
phoned  him  and  arranged  to 
collect  the  bottles  at  a  meeting 
point  at  Boucher  Road  in  Belfast. 
There  on  receipt  of  £10,  Mr 
Sterling  handed  over  the  linctus. 
The  matter  eventually  came  to 
light  after  inquines  by  the  RUC's 
Drugs  Squad. 


An  RUC  officer  said  he  visited 
Mr  Sterling  who  admitted  that  he 
had  arranged  to  meet  the  three 
youths  on  his  way  to  a  wholesaler 
in  Belfast.  The  officer  stated:  "I 
told  him  that  in  view  of  the  drugs 
problem  in  the  community  it  was 
an  unprofessional  way  to  conduct 
his  business."  Statements  from 
the  three  youths  showed  that  on 
previous  visits  to  Dromore  they 
had  entered  the  pharmacy  singly. 

The  Committee  was  reminded 
that  all  pharmacists  had  been 
alerted  to  the  misuse  of  Phensedyl 
by  a  circular  in  January  1984. 

Mr  Sterling  said  his  decision  to 
supply  the  four  bottles  to  the 
youths  ' '  was  an  act  of  stupidity 
and  he  no  longer  stocked 
Phensedyl  linctus.  When 
questioned  by  Committee 
chairman  Charles  Hill,  QC,  Mr 
Sterling  agreed  he  had  realised 
that  on  the  one  occasion  he  drove 
to  Belfast  the  youths  could  have 
been  abusing  the  medicine.  "I 
was  stupid  when  I  handed  it  over 
and  1  know  it  was  wrong  and 
unprofessional,"  he  said. 


The  Committee  recalled  that 
in  April  last  year  Mr  Sterling  was 
reprimanded  for  leaving  an 
unqualified  assistant  in  charge  of 
his  business  while  he  attended  a 
two-day  conference.  Mr  Horner, 
QC,  representing  Mr  Sterling, 
said  the  pharmacist  deeply 
regretted  the  latest  incident  and 
handed  the  Committee  a  number 
of  references  on  his  behalf. 

Giving  the  Committee's 
decision  Mr  Hill  said  the  members 
would  record  their  "grave 
displeasure".  But  there  were, 
"bva  very  thin  margin",  factors 
which  persuaded  them  not  to 
stnke  him  from  the  register. 

One  was  a  personal  assurance 
by  his  barrister  that  Mr  Sterling's 
conduct  had  "changed 
dramatically"  since  his  last 
appearance  before  the 
Committee.  The  other  was  his 
admission  of  guilt. 

Mr  Hill  said  he  would  require  a 
report  from  the  DHSS 
phannaceutical  inspector,  Mr  Ivan 
McFarland,  on  Mr  Sterling's 
future  conduct  in  his  business. 


Nl  pharmacists  encouraged 
to  be  more  generous 


Following  a  disappointing 
response  to  the  president's  appeal 
for  donations  to  the  Northern 
Ireland  Chemists  Benevolent 
fund,  pharmacists  in  the  Province 
are  to  be  encouraged  to  be  more 
generous  in  future. 

At  last  month's  meeting  of  the 
Council  of  the  Pharmaceutical 
Society  of  Northern  Ireland, 
treasurer  Mr  R.G.  DUlon  said  that 
income  in  1988  from  the 
president's  appeal  —  £5,069  — 
did  not  cover  the  amount 
'distnbuted  in  grants,  with  the 
result  that  part  of  the  interest 
received  on  investments  had  to  be 
used  to  make  up  the  deficit  rather 
than  being  reinvested.  The 
Benevolent  Fund  Committee  is  to 
discuss  the  matter  and  amend  the 
president's  letter  to  encourage 
members  to  donate  more.  The 
treasurer  reported  that  grants 
distributed  from  the  Benevolent 
Fund  for  the  year  amounted  to 
£8,332.  Interest  on  investments 
amounted  to  £6,168. 

The  College  of  Pharmacy 
Practice  has  no  plans  to  set  up  a 
special  examination  centre  in 
Belfast  as  there  are  currently  only 
two  pharmacists  in  the  Province 
studying  for  the  College  exams. 


Dr  T.  Maguire  said  several  more 
candidates  should  be  coming 
forward  in  future  and  hopefully 
there  would  then  be  a  case  for  an 
examination  centre  in  the  city. 

Before  sending  comments  to 
the  Department  of  Health  on 
original  pack  dispensing  and  the 
proposed  voluntary  code  of 
practice,  discussions  are  to  be 
held  with  the  Pharmacy 
Contractors  Committee. 

The  Ethical  and  Law 
Committee  is  to  consider  whether 
PSNI  should  follow  the  Royal 
Pharmaceutical  Society  of  Great 
Britain  and  make  it  a  professional 
requirement  to  dispense  all 
prescriptions  for  solid  dose 
preparations  in  child  resistant 
containers  unless  a  patient  is  in  an 
exempt  category. 

The  Education  Committee  is 
to  discuss  the  implementation  of 
pre-registration  examinations  in 
1990.  Mr  McMullan,  supported 
by  Mr  Holliday,  suggested  the 
Committee  should  also  consider 
the  oral  and  written  presentation 
of  reports  by  pharmacists  to 
various  health  services  and 
government  committees  and 
suggest  ways  in  which  they  could 
be  improved. 


Mr  T.I.  O'Rourke  has  been 
appointed  to  the  Eastern  Board  of 
the  DoH  until  June  30,  1990. 

An  application  for  registration 
under  the  reciprocal  agreement 
between  RPSGB  and  PSNI  by 
Paul  C .  Donaghy  of  63a  Hereford 
Road,  London,  was  approved 
subject  to  formalities. 

An  application  by  Mr  John 
Vianney  Fox  for  restoration  to  the 
Register  was  approved. 

The  post  of  general  secretan,- 
of  the  Pharmaceutical  Group  of 
the  European  Community 
(GPCE)  becomes  vacant  at  the 
end  of  the  year.  Mr  Kerr  gave  the 
Council  details:  Working  from 
Bnjssels  or  one  of  the  member 
organisations,  the  general 
secretary  will  manage  the  GPCE 
secretariat  and  liaise  with  member 
organisations  and  the  EEC 
bureaucracy.  The  secretary 
should  be  a  pharmacist  with  a  good 
knowledge  of  community 
phannacy,  and  be  fluent  in  English 
and  French.  Written  applications 
should  be  sent  no  later  than  Mai'ch 
31  to  the  president,  Mr  Pedro 
Capilla  Martinez,  Consejo  General 
de  Colegios,  Oficiales  de 
Farmaceutica  de  Espana, 
Villanueva  11,  Madrid  1,  Spain. 


Animal  POM 
sales  not 
pursued 

The  chairman  of  the 
Pharmaceutical  Society's 
Statutory  Committee  in  Northern 
Ireland,  Charles  Hill,  QC,  used 
the  latest  series  of  disciplinary 
hearings  in  the  Province  to  spell 
out  the  Society's  role  in  regulating 
the  profession. 

Mr  Hill  told  two  pharmacists 
who  admitted  supplying 
veterinary  drugs  without 
prescriptions:  "The  function  of 
this  inquin,-  -is  not  to  publicly 
embarrass  or  punish  you.  Our 
function  is  to  ensure  that  the  law  is 
upheld  within  the  profession."  Mr 
Hill  was  chairing  hearings  into  the 
cases  of  Frank  McCaughan,  of  27 
Ann  Street,  Ballycastle,  co 
Antrim,  and  Robert  Edwin 
Mc  Williams,  of  27  Mo  whan  Road, 
Markethill,  co  Armagh. 

Mr  McCaughan  (through  his 
solicitor,  Daniel  McKenna) 
accepted  five  instances  of  selling  a 
range  of  veterinary  drugs  without 
prescription.  He  also  accepted 
one  instance  of  failing  to  keep  his 
register  up  to  date.  All  the 
offences,  detected  by  DHSS 
inspectors,  occurred  last  Spring. 
Mr  McCaughan  had  been 
convicted  of  all  six  offences  at  a  co 
Antrim  court  last  September,  and 
had  been  fined  £1,200.  The  total 
cost  of  the  drugs  was  £12. 

Solicitor  Mr  McKenna  told  the 
Committee  that  the  drugs  had 
been  supplied  in  a  busy  lambing 
season.  Mr  McCaughan  was  '  "just 
trying  to  do  a  good  turn  for  local 
farmers".  A  DHSS  inspector 
found  discrepancies  during  a 
"routine"  visit. 

Mr  Hill  said  his  colleagues 
were  "very  impressed"  by 
references  handed  in  on  behalf  of 
the  Ballycastle  pharmacist. 

Co  Armagh  pharmacist  Mr 
Robert  McWiUiams  also  accepted 
(through  his  solicitor  John  Taylor) 
five  charges  of  selling  veterinary 
drugs  without  prescription 
between  January  1,  1986,  and 
March  13, 1987.  He  had  also  been 
convicted  of  the  offences  on  May 
20  last  year.  The  Committee 
heard  that  Mr  McWilliams  had 
also  served  his  rural  community 
for  many  years,  and  had  no 
previous  histon,'  of  such  offences. 

A  number  of  references,  also 
described  as  "impressive"  by  Mr 
Hill,  were  handed  in  on  behalf  of 
Mr  McWilliams. 

The  Committee  took  only  a 
few  minutes  to  find  that  there 
were  "mitigating  circumstances" 
in  both  cases.  Mr  Hill  said  the 
Committee  fully  accepted  both 
pharmacists'  undertakings  that 
the  offences  would  not  recurr. 
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No  room 
totolk! 

Three  out  of  four  community 
pharmacies  do  not  have  a  room  or 
private  space  set  aside  for 
counselling  patients,  according  to 
a  survey  carried  out  last  year  in 
Yorkshire  and  Humberside. 

The  survey  was  part  of  a 
project  looking  at  training  needs  of 
community  pharmacists  run  from 
the  College  of  Ripon  and  York  St 
John,  involving  local  pharmacists 
and  representatives  from  the 
National  Pharmaceutical 
Association,  Boots  and  Bradford 
University  school  of  pharmacy. 

Of  675  pharmacists  who 
replied  to  the  survey,  three 
quarters  said  they  did  not  have  a 
room  or  private  space  set  aside  for 
consultation  and  of  those  who  had, 
only  a  third  had  it  purpose  built. 

The  project  was  supported  by 
a  £20,000  grant  under  the 
Government's  PICKUP  scheme. 
A  distance  learning  package 
designed  to  help  pharmacists 
improve  their  communication 
skills  was  developed  and  the 
project  team  hope  that  they  can 
get  further  funding  for 
developments. 


On  bail  for 
CD  supply 

Two  pharmacists  appeared  at 
Highbury  Magistrates  Court  last 
Wednesday  accused  of  illegally 
supplying  Controlled  Drugs. 

Tilak  Gulati,  of  Winchmore  Hill 
and  Robert  Wise  of  Woodside 
Park,  Finchley,  London,  were 
both  accused  of  supplying 
diamorphine  ampoules  on 
prescription  without  taking 
sufficient  steps  to  ensure  it  was 
genuine,  on  January  24  at  Easton 
Chemists  in  Amhurst  Road, 
Hackney. 

Mr  Wise  was  further  accused 
of  supplying  Dexedrine  tablets  and 
diazepam  tablets  on  January  20  at 
the  same  pharmacy.  He  also  faces 
three  more  similar  offences. 

They  were  remanded  on 
unconditional  bail  until  February 
22. 


C&D  Price  Service:  Warner-Lambert 
Health  Care  would  like  to  point  out 
that  Benylin  decongestant  300ml 
(PIP  code  001-081)  has  not  been 
discontinued.  The  company 
apologises  for  any  inconvenience 
caused.  Also,  Dispos-a-Glove 
30's,  small,  medium  &  large,  by 
Johnson  &  Johnson  Patient  Care 
Division  have  not  been 
discontinued  as  mistakenly  shown 
in  the  January  21  Supplement.  We 
apologise  for  any  inconvenience. 


TOPICAL  REFLECriO 


Not  wanted? 


Business  &  Market 
Research  pic  have 
conducted  a  survey  from 
which  they  conclude  that 
our  customers  would  not 
use  services  like  blood 
pressure  testing,  saying: 
"The  public  thinks  such 
services  a  gimmick",  and 
"It  is  not  appropriate  or 
desirable  for  pharmacists  to 
become  involved  in  medical 
testing".  The  same  thing 
apparently  goes  for 
pregnancy  testing  because 
their  sample  said:  "No  way  do  I  go  into  a 
pharmacy  and  be  told  I  am  pregnant" . 

I've  got  news  for  B&MR  pic.  The  girl 
they  asked  about  pregnancy  testing  isn't 
one  of  my  customers  —  nor  yours,  I 
suspect.  We  have  been  doing  pregnancy 
tests  for  years  in  sufficient  numbers  to 
make  me  believe  that  75  per  cent  of  those 
who  want  to  know  if  they  are  pregnant  are 
glad  we  offer  the  service  because  they  see 
us  as  more  competent  to  provide  a  correct 
result  than  they  are.  And  they  are  right. 
As  for  blood  pressure  testing,  B&MR  are 
talking  nonsense.  This  year  we  have 
undertaken  many  tests  and  discovered 
serious  conditions  which  demanded 
immediate  medical  help. 

Our  services  are  valued  because  we 
are  perceived  as  qualified  to  offer  them.  I 
didn't  like  the  bit  where  they  said: 
"Pharmacists  were  questioned  through 
100  telephone  calls..."  What  foolish 
people  we  have  among  us. 

Now  we  know... 

We  now  have  before  us  a  proper 
statement  of  our  Council's  policy  on  the 
supervision  of  dispensing.  It  comes  almost 
as  a  relief  for  here,  for  the  first  time,  we 
can  see  clearly  what  they  have  been 
getting  at.  The  rationale  underlying  the 
propositions  being  put  to  us  is  that  we 
should  be  able  to  delegate  some  of  the 
repetitive  work  to  our  technicians,  so  long 


as  they  have  adequate 
training  and  experience  to 
know  where  the 
responsibility  rests,  and 
when  our  involvement  is 
required. 

Much  of  what  is 
proposed  is  merely  a 
framework  of  practice:  in 
that  it  requires  us  to 
formalise  our  individual 
practices,  it  is  no  bad  thing, 
for  we  will  have  to  think 
about  how  and  who  does 
what.  The  new  proposals 
will  put  a  greater 
responsibility  on  us  as  we 
will  be  expected  to  produce  specific  rules 
of  guidance  for  our  staff.  No-one  could 
quibble  at  the  model  procedure,  which 
gives  every  pharmacist  the  safeguards  he 
wants.  Under  "General  Policy"  the  bulk 
of  propositions  make  sense.  I  liked  the 
situation  where  the  pharmacist-in-charge 
has  to  be  identified.  Presumably  this  will 
alter  in  law  our  responsibility  under  the 
contract  when  a  locum  is  in  charge? 

And  yet  there  are  doubts.  A 
pharmacist  must  see  every  prescription  at 
some  stage  before  the  dispensed  item  is 
handed  out?  Pharmacists  may  find 
themselves  required  by  employers  to 
supervise  up  to  five  or  more  dispensers. 
And  what  is  "a  short  absence"?  I  still 
think  a  pharmacy  cannot  claim  to  be  a  full 
time  establishment  without  a  full  time 
pharmacist.  The  public  have  an 
expectation,  when  they  enter  our  doors, 
to  be  able  to  see  the  pharmacist.  If  he  is 
out,  then  the  unique  basis  of  our  service  — 
our  ready  availability  —  will  be  lost.  Yes, 
I  have  reservations,  but  I  think  the  Society 
has  gone  a  long  way  towards  making  clear 
what  it  is  proposing. 

I  understand  the  Government  has 
pressed  us  to  re-assess  what  we  do,  with 
a  view  to  better  utilizing  our  services.  The 
same  Government  which  made  an 
agreement  two  years  ago  on  our  contract, 
and  has  just  welched  on  it,  so  it  might  be 
as  well  to  find  out  how  "efficiency"  is 
perceived. 
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DTIak 
attack 


MGS  Formulations  are 
introducing  three  mouthwash 
products  for  sale  through 
pharmacies,  to  be  available  from 
around  the  middle  of  this  month. 

D'Plak  is  a  mouth  rinse 
designed  for  use  before  brushing 
the  teeth  to  help  improve  plaque 
removal.  The  product  contains 
two  surfactants,  flavouring, 
sodium  benzoate  and  bicarbonate 
which  is  included  to  neutralise  acid 
in  the  mouth,  says  MGS.  It  is 
recommended  that  30ml  is  used  to 
rinse  the  mouth  for  30  seconds 
before  brushing.  D'Plak  comes  in 
250ml  (£1.73)  and  500ml  bottles 
(£2.12). 

Taborine  mouthwash  tablets 
(100,  £1.98;  200,  £2.98;  500, 
£5.98)  contain  menthol,  thymol 
eucalyptus  oil,  sodium  benzoate 
and  methyl  salicylate  in  an 
effervescent  base.  It  is 
recommended  that  one  or  two 
tablets  dissolved  in  a  tumbler  of 
warm  water  are  used  to  rinse  the 
mouth. 

Welcome  1,000  is  a 
mouthwash  concentrate  that 
comes  in  a  pump  action  bottle. 
Warm  water  is  added  to  a  single 
squirt  of  liquid  and  the  solution 
used  to  rinse  the  mouth.  A  500ml 
bottle  (£5.98)  contains  enough  of 
the  concentrate  for  1,000  mouth 
washes,  say  MGS.  The 
concentrate  contains  glycerine, 
sodium  benzoate,  menthol, 
eucalyptus  and  thymol. 

All  the  products  are  selling  to 
dentists  for  surgery  use  and  MGS 
now  want  to  supply  pharmacists 
and  MGS  are  currently  looking  for 
distributors.  Meanwhile  they  are 
to  be  available  direct,  in  minimum 
quantity  of  an  outer  containing  a 
dozen  units,  from  MGS 
Formulations  Ltd,  Unit  18,  17 
London  Road,  Swanscombc,  Kent 
DAIOOLH.  Tel:  0322  846976. 

Blisteze,  the  medicated  lip  care,  has 
been  repackaged  for  1989. 

New  point  of  sale  material 
includes  the  first  Blisteze  tower 
display  for  easy  customer  self 
selection.  The  unit  which  contains 
48  packs,  is  available  from 
Dendron  representatives. 
Dendron  Ltd.  Tel:  0923229251. 


Schwarzkopf  go 
for  ''hair  repair" 


Schwarzkopf  are  launching  the 
Gliss  Corimist  range  of  "hair 
repair"  products.  The  range  has 
variants  for  normal  hair  but  is 
especially  aimed  at  dry  hair  or  hair 
that  has  become  porous  after 
perming  or  colouring. 

Gliss  Corimist  intensive 
conditioning  treatment  (150ml 
£2.89),  is  for  dry,  damaged  hair, 
and  there  is  an  emergency  hair 
revitaliser  (20ml  £0.49).  The 
multi-function  restructurant  adds 
a  conditioning  film  to  permed  hair 
said  to  protect  and  prolong  the 
perm  (150ml  £1.99)  while  the 
shine  tonic  (100ml  £1.99)  adds 
sparkle  and  gloss. 

The  Gliss  Corimist  range  of 
shampoos  is  three-strong  (all 
250ml  £1 .29)  as  is  the  conditioner 
range  (250ml  £1.49).  There  are 
variants  for  diy/damaged  hair. 


for  coloured  or  permed  hair  and 
for  fine,  flyaway  or  normal 
hair. 

The  styling  range  products  are 
all  named  "maximum  hold"  and 
come  in  pump  spray  ( 1 50ml  £1 . 75) 
and  aerosol  (200ml  £1.75).  Both 
the  conditioning  hairspray  for  dr\', 
coloured  or  permed  hair,  and  the 
normal  variant  contain  keratin,  as 
do  similar  variants  of  the  styling 
mousse  (150ml,  £1.75).  The 
range  is  completed  by  a  150ml 
volume  spray  (£1.99). 

Schwarzkopf  say  the  support 
package  is  worth  £3. 5m  with 
POS,  window  display  kits  and 
merchandisers.  Advertising 
support  comes  from  12  months  of 
press  exposure  in  newspapers, 
colour  supplements  and  women's 
magazines.  Schwarzkopf  Ltd.  Tel: 
029688101. 


Easy  reading  from  Sweden 


Grett-Optik  are  introducing 
Easi-readers  into  the  UK  from 
April  1. 

Six  styles  will  be  available 
(£14.95),  each  in  the  six  best- 
selling  strengths  (maximum  3.5 
dioptres).  Henry  Cooper  will 
endorse  the  range  in  POS  and 
national  Press  advertising  planned 
for  early  Summer. 

Easi-readers  will  be  sold 
through  Unichem,  Vestric  and 
Numark  say  Grett-Optik,  and  will 


be  restricted  to  pharmacies. 

The  minimum  initial  outlay  is  a 
display  stand  carrying  six  pairs 
each  of  the  six  strengths  (£280.80 
trade),  with  36  free  cases. 
Instructions  on  how  to  select  the 
correct  strength  are  given  on  the 
stand  and  leaflets. 

The  lightweight  acrv'lic  lenses 
are  silicone-coated  for  scratch 
resistance  and  filter  80  per  cent  of 
ultra-violet  ravs.  Grett-Optik.  Tel: 
0392  70999.  ' 


Clean  and 
fresh  Aapri 

Gillette  are  to  launch  two  new 
products  into  the  Aapri  skincare 
range  from  the  end  of  Februan,-; 
"to  offer  women  a  complete 
cleansing  range". 

Aapri  gentle  cleansing  lotion 
(200ml  £1.79)  contains  natural 
apricot  extracts  and  is  formulated 
as  a  light  oil  in  water  emulsion. 
Gentle  skin  freshener  (200ml 
£1 .79)  is  alcohol-free  and  is  lightly 
fragranced. 

Both  products  will  be 
supported  by  a  £2m  promotional 
package  including  display 
material,  cover  mounted 
sampling,  promotions  and  a  30 
second  TV  advertising 
commercial.  Gillette  UK.  Tel: 
01-5601234. 


Sunplay 
saving 

Leichner  are  offering  a  saving  on 
their  jumbo  size  of  Sunplay  Cream 
from  March. 

Sunplay  is  a  transparent  tan 
make  up  which  gives  a  golden 
tanned  effect  say  Leichner.  It  will 
be  offered  at  £1.95  which 
represents  a  saving  of  £1.65. 
Leichner  say  that  the  cream  has 
no  pearl  effect,  that  it  is  suitable 
for  sensitive  skins,  and  that  it 
contains  a  UVA/UVB  sunscreen. 
Leichner.  Tel:  0323  641244. 
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We're  back  on  TV 

with  £750,000 

(And  that's  just  in  February  and  March) 


Parfum  Bic.  A  world-beating  idea;  real 
French  perfume  in  a  handy  dispenser,  all  for 
just  £1.85. 

Launched  in  '88  with  a  £1m  TV  budget, 
Parfum  Bic  is  already  selling  out  at  over 
35,000  bottles  a  week.  And  that's  just 
the  start. 

Because  on  Feb  27th,  a  new  £750,000 
TV  CAMPAIGN  for  Parfum  Bic  -  featuring 
10  and  30  sec  spots  on  network  ITV  and 
Channel  4  -  kicks  off  a  year  of  regular 


Parfums  %(Bia) 


heavyweight  television  support. 

Parfum  Bic  is  fast  becoming  a  regular 
shopping  habit.  With  four  fragrances  to 
choose  from,  there's  a  Parfum  Bic  for  every 
occasion.  And  with  a  choice  of  blister-pack 
or  counter-top  dispenser,  there's  a  Parfum 
Bic  for  every  outlet. 

So  don't  get  left  behind  on  the  biggest 
new  marketing  idea  since  the  disposable 
razor.  Stock  up  with  Parfum  Bic;  and  get  the 
sweet  smell  of  success  for  your  business. 


They're  the  essence  of  France. 

Biro  Bic  Limited,  Whitby  Avenue,  Park  Royal,  London  NWIO  7SC, 


COUNTERPOINTS 


Two  new  Badedas 
shower  fragrances 


Unipath  give 
Clearview  of 
pregnancy 

Unipath  are  introducing  Clearview 
HCG  —  a  one-step  pregnancy  test 
for  professional  use. 

The  test  consists  of  an 
absorbent  pad  sandwiched 
between  two  pieces  of  plastic  in 
the  form  of  a  slide.  The  absorbent 
pad  is  in  contact  with  porous 
membrane  which  has  the  separate 
zones  of  antibody  incorporated 
onto  its  surface.  On  one  side  of  the 
slide  are  three  ' ' windows ' ' . 

To  use  the  test  five  drops  of 
sample  urine  are  placed  on  the 
absorbent  pad  in  the  first  window 
using  one  of  the  pipettes  provided. 
The  urine  moves  along  the  slide 
picking  up  antibody  as  it  goes.  It 
moves  through  to  the  second 
window  zone  and  if  the  sample  if 
positive,  ie  HCG  is  present  at  a 
sufficiently  high  concentration, 
then  a  blue  line  appears  in  the 
middle  of  the  second  window.  The 
urine  then  continues  to  pass  along 
the  absorbent  pad  until  the  third 
window  is  reached  where  a  blue 
line  appears  if  the  test  has  been 
completed  correctly. 

The  sensitivity  of  the  test  is  50 
iu/ml  HCG.  It  can  be  used  on  the 
first  day  of  a  missed  period,  and 
takes  five  minutes  to  show  a 
result,  say  Unipath. 

Clearview  is  initially  available 
in  a  20  slide  test  pack  (£38  trade) 
with  each  slide  test  individually 
wrapped  and  stable  for  20  months 
at  room  temperature,  say 
Unipath.  A  40-test  pack  is 
expected  to  be  available  later. 

Self-duplicating  record  pads 
are  available  direct  from  Unipath 
so  pharmacists  can  provide 
patients  and  their  doctors  with  a 
record  of  the  test  result  as  well  as 
keeping  a  copy  for  their  own  file. 
Umpath  Ltd.  Tel:  0234  47161. 

...and  win 
design  award 

Unipath's  Clearblue  One  Step  has 
won  a  1989  British  Design  Award 
in  the  medical  equipment 
category.  The  product  can  be 
seen  at  the  London  Design  Centre 
as  part  of  an  exhibition  of  this 
year's  16  Design  Award  winners 
that  runs  until  March  31 . 

The  judging  panel  were 
particularly  impressed  with  the 
product's  design  "which  com- 
bines technology  and 
sophisticated  chemical  engine- 
ering to  create  an  end  product 
which  is  simple  and  easy  to  use. ' ' 
Unipath  Ltd.  Tel:  0234  47161. 


Beecham  have  added  two  new 
variants  to  complement  the 
existing  Badedas  original  shower 
gelee  with  extract  of  horse 
chestnut. 

Badedas  vitacreme  (£1.29, 
200ml)  with  jojoba  is  a  shower 
gelee  which  incorporates  a 
moisturiser  with  a  delicate 
fragrance  which  leaves  the  skin 
supple  and  silky  after  use,  say 
Beecham. 

Badedas  vitafresh  (£1.29, 
200m])  is  a  new  shower  gelee  with 
subtle  menthol  fragrance  that  has 
been  specially  formulated  to  leave 
the  skin  feeling  clean,  smooth,  and 
totally  invigorated,  they  say. 

The  packaging  incorporates  an 
easy-to-open  closure  and  is  both 
elegant  and  eye  catching,  say 
Beecham,  with  blue  for  the 
menthol  variant,  yellow  for  the 
jojoba  variant  and  green  for  the 
original  variant. 

The  launch  will  be  supported 


Two  new  Kodak  cameras  are 
available  this  Spring  —  the 
S500AF,  an  addition  to  the  "S" 
series  of  conipactcameras  and  the 
New  York,  a  110  model. 

The  S500AF  has 
microprocessor  controlled 
exposure  (as  featured  on  the  top- 
of-the-range  SllOOXL  model)  and 
a  pre-wind  system  which  protects 
the  picture  already  taken  say 
Kodak. 

Other  features  include:  a  liquid 
crystal  display  which  informs  the 
user  of  the  number  of  exposures 
left,  the  condition  of  battenes  and 
when  film  is  correctly  loaded  as 
well  as:  DX  coding,  automatic  film 


by  a  £650,000  TV  advertising 
campaign  and  heavy  promotional 
programme  to  include  trial  sizes 
(£0.39)  from  the  end  of  April 
together  with  sampling  exercises. 

As  an  incentive ,  Beecham  are 
offering  chemists  a  special  deal 
from  February  1  which  they  hope 
will  clear  old  stock.  If  chemists 
mark  down  existing  stock  to 
£0.99,  then  Beecham  represent- 
atives will  provide  new  stock  to 
cover  the  difference  between  the 
current  retail  price.  Shelf  edgers, 
POS  material  and  packs  of  six  will 
also  be  available. 

Beecham  say  that  more  than 
40  per  cent  of  people  have 
showers  in  their  houses  but  even 
though  the  market  has  grown  by 
20  per  cent  in  the  last  12  months 
only  20  per  cent  of  people  use  a 
shower  product  which  leaves 
plenty  of  room  for  growth. 
Beecham  Toiletries.  Tel:  01-560 
5151. 


speed  settings  from  64-1000; 
automatic  flash;  and  power 
switch-off.  It  will  be  available  from 
March  and  will  retail  at  around 
£99.95  say  Kodak.  It  comes 
complete  with  a  roll  of  Gold  film, 
batteries  and  a  five-year 
guarantee. 

The  company's  New  York  110 
model  is  said  to  be  a  simple  to  use 
aim  and  shoot  camera  with  built-in 
electronic  flash.  Featunng  a  slate 
grey /black  design,  the  camera  will 
retail  at  £19.95.  It  is  also  supplied 
with  film  and  batteries  and  comes 
with  slim  packaging  ideal  for  in- 
store  display,  say  Kodak  Ltd.  Tel: 
0442  61122. 


LWG  on  the 
rattle 

Lewis  Woolf  Griptight  are 
launching  a  new  nurser>'  rattle 
soother  which  they  say  has  been 
designed  to  meet  the  new 
standards  required  by  BS  6239. 

The  soother  has  an  oval- 
shaped  contoured  shield  with  four 
ventilation  holes  and  the  rattle 
chamber  is  ultrasonically  welded 
for  safety,  say  Lewis  Woolf.  It 
features  flexi-hinged  handles 
which  will  fold  flat  should  a  toddler 
fall  over,  and  bears  the  British 
Standard  Kitemark. 

The  soother  will  be  available 
towards  the  end  of  Februar\-  in  a 
wide  range  of  colours  including 
mint,  peach,  lemon  and  will  retail 
for  around  £0.66. 

Lewis  Woolf  are  also  launching 
four  new  colours  in  their  Nursery 
disposable  bibs  range.  Packs  of 
ten  bibs  will  now  be  available  in 
mint,  orange  red  and  yellow  as 
well  as  in  the  existing  blue. 

The  bibs  (10  £1.35)  have  a 
secure  adhesive  fastening  which 
attaches  the  bib  either  at  the  back 
of  the  neck  for  babies  or  to 
clothing  for  older  children.  Lewis 
Woolf  Gnptight.  Tel:  021  236 
9501. 


Almay 
Interactives 

Almay  are  launching  two  new- 
products  into  their  two  year  old 
hypo-allergenic  range  — 
Interactives  facial  cleansing  bar 
(75g  £6.95)  and  Interactives 
calming  eye  gel  (£9.95). 

The  soapless  cleansing  bar  is 
presented  in  a  grey  soapdish  — 
ideal  for  travel,  say  Almay,  and 
contains  added  moisturisers. 

The  eye  gel  is  a  light  non-oily, 
non-greasy  formulation  for  the 
delicate  eye  area,  where  the  skin 
is  most  prone  to  puffiness.  The  gel 
contains  Ajidew  which  helps  to 
maintain  the  skin's  natural 
moisture  balance.  Almav.  Tel: 
075323971. 


Double  camera  debut 
for  Kodak 
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THANKS  TO  NUMARK  PRODUCTS  MY  BUSINESS 

IS  IN  PEAK  CONDITION" 


If  your  customers  don't  like  a  product  they're  going  to  hassle  Numark  is  already  the  choice  of  around  2,500  chemists.  If  you 

you  not  the  supplier.  So  make  sure  the  own  brand  you  sell  is  equal  would  like  to  join  them,  contact  your  local  Numark  wholesaler  or 

in  quality  and  compares  favourably  in  price  with  more  famous  telephone  Geoff  Bass  at  Numark  Central  Office  (0985)  215555. 
brand  names. 


Numark  gives  you  all  you  want  in  an  own  brand.  A  top  quality 
range  that  includes  everything  from  multivitamins  to  shampoos, 
generating  a  high  turnover  plus  good  profit  margins. 


L 


CHEMa 


THE     BRIGHTEST     WAY     TO  SHOP 


Well  who  wouldn't  be? 

The  commercial  shows  how  the  natural  vapours  of  Karvol 
help  unblock  a  child's  nose,  allowing  him  to  sleep  more  easily. 

Since  it  first  appeared  in  November,  sales  have  gone  through 
the  roof.  And  with  a  £1  million  spend  during  the  Spring,  you  can 


est  assured  even  more  mothers  are  going  to  be  asking  for  it 
future.  To  meet  this  demand,  Karvol  is  available  in  family 
lacks  of  twenty  as  well  as  packs  of  ten. 

So  by  stocking  up  now,  you'll  ensure  everyone  has  a  better 
lights  sleep.  Including  you. 


Says  goodnight  to  a  child's  blocked  nose. 


COUNTERPdiNTS 


Gillette  are  razor 
sharp  at  £8m 


Tommee 
Tipp«e  have 
a  feed 

Jackel  International  are  launching 
two  Tommee  Tippee  baby  feeding 
products  which  are  said  to  be  ideal 
for  use  both  at  home  and  for 
mothers  who  are  planning  to 
travel  with  their  baby. 

The  feeding  bowl  (£1 .99)  has  a 
tightly  sealed  travel  lid  which 
allows  a  mother  to  give  her  child  a 
ready  prepared  meal  away  from 
home.  The  bowl  comes  in  red  or 
mint  colours,  is  slim  enough  to  be 
conveniently  transported  and  has 
an  easy  grip  handle. 

Tommee  Tippee  have  also 
expanded  their  range  of  feeding 
bibs,  featuring  nurser>'  rhymes. 
There  is  a  choice  of  Little  Boy 
Blue  or  Jack  and  Jill,  both  based 
around  the  Tommee  Tippee 
panda  character.  The  bibs  are 
made  of  high  quality  cotton  with 
bonded  PVC  backing  and  a  velcro 
or  tie  fastening  with  a  yellow  or 
red  binding  depending  on  the 
design.  Available  with  sleeves 
(£1 .99)  or  without  (£0.99) .  Jackel 
International.  Tel:  091-250 1864. 

The  Big 
Orange 

Theravit,  manufacturers  of  the 
Vitalert  vitamin  supplement 
range,  have  produced  a  vitamin  C 
supplement  they  claim  is  a  "total 
departure"  existing  products. 

Consumers  associate  vitamin 
C  with  oranges,  so  the  company 
has  launched  a  product  which  is 
flavoured  orange  and  comes  in  an 
orange  lookalike  pack. 

Big  Orange  (£1.69)  contains 
50  orange  flavoured  chewable 
tablets,  each  containing  75mg  of 
vitamin  C,  and  no  artificial 
perservatives  or  colourants.  It  is 
launched  this  week  via  Chemist 
Brokers,  and  say  Theravit,  will  be 
backed  by  a  national  consumer 
advertising  campaign,  and 
introductory  trade  offers. 

Tom  Kemey  of  Theravit  is 
convinced  the  unique  packaging 
will  create  impulse  purchases 
among  the  90  per  cent  of  the 
population  who  do  not  presently 
take  Vitamin  C.  Distributors 
Chemist  Brokers.  Tel:  0705 
219900. 

Beecham  Health  Care  are  introducing 
more  modern  packaging  for 
Ashton  &  Parsons  infants' 
powders,  emphasising  the  herbal 
ingredients.  The  packs  will  be 
presented  in  a  new  merchandising 
outer  holdmg  six  units.  Beecliam 
Health  Care.  Tel:  01-5605151. 


Gillette  have  announced  the 
launch  of  an  £8m  television 
advertising  campaign  for  their 
Contour  Plus  systems  shaving 
brand. 

They  say  that  their  new- 
campaign  will  represent  the 
company's  largest  ever 
investment  in  TV  advertising  —  a 
43  per  cent  increase  on  1988. 

The  first  burst  of  the  campaign 
—  entitled  "Gillette  the  best  a 
man  can  get",  will  break  on 
Febiiiaiy  6  with  an  eight  week 
run.  Maximum  weight  will  be  in 
this  first  burst  which  will 
represent  over  50  per  cent  of  the 
total  spend.  Half  of  this 
introductory  campaign  will  be  in  60 
second  commercials  with  the 
remainder  in  30  second 
commercials.  There  will  be  two 
further  breaks  during  the  year 
with  the  dates  as  yet  unspecified. 

Gillette's  research  showed 
that  the  brand  name  meant 
different  things  to  different  men. 
To  older  men,  Gillette  held  a 
sense  of  family  tradition,  stood  for 
personal  grooming  and  made  you 


Sweet-extra 

A  35g  size  jar  of  Sweetex 
granulated  with  Natriblend  is 
being  introduced  (£0.79). 

Crookes  Healthcare  are  also 
introducing  an  on-pack  free  video 
offer.  Produced  in  conjunction 
with  the  Cordon  Bleu  School  of 
Cookery,  the  30-minute  VHS 
cassette  demonstrates  five  new 
low  sugar  recipes. 

The  video  can  be  obtained  by 
collecting  three  backing  cards 
from  any  Sweetex  carded  tablets 
or  one  backing  card  and  one  label 
from  a  jar  of  Sweetex  Granulated. 

The  brand  is  being  supported 
with  a  £3m  advertising  campaign 
in  1989.  Crookes  Healthcare  Ltd. 
Tel:  0602  507431. 


look  and  feel  your  best.  In 
younger  men,  Gillette  was 
perceived  as  a  purely  functional 
shaving  product. 

Gillette  wanted  to 
communicate  this  emotional 
response  to  the  younger 
generation  via  the  new  advert. 

This  new  strategy  will  extend 
to  packaging  which  has  been 
redesigned  to  create  a  greater 
unity  across  the  ranges  and  to  look 
more  modern,  and  display  and 
promotional  changes  which  will  be 
unveiled  by  Gillette  later  in  the 
year. 

The  launch  of  the  new  look 
Gillette  will  also  be  supported  by 
their  biggest  promotion  ever.  The 
promotion  will  run  from  the  middle 
of  Februan'  to  the  end  of  June  and 
will  offer  a  £20,000  trust  fund  to  be 
used  for  a  child's  education,  or  to 
secure  his  future.  Alternatively, 
the  winner  may  choose  to  take  his 
prize  as  cash. 

Details  of  the  competition  will 
be  presented  on  leaflets  and 
merchandising  at  point  of  sale. 
Gillette  UK.  Tel:  01  560  1234. 

Polaroid 
improve  the 
Supercolour 

Polaroid  are  improving  the  design 
of  the  Supercolor  635  camera. 

The  new  635CL  will  come 
within  the  £30  price  range  and  has 
a  close-up  lens  facility.  It  is  has  a 
light  management  system  which 
automatically  adjusts  for  properiy 
exposed  pictures. 

The  camera  takes  Polaroid 
600  plus  film  packs  and  is 
packaged  to  draw  attention  to  the 
close-up  lens,  sav  Polaroid  UK 
Ltd.  Tel:  0727  59191. 


Nine  new 
appliances 
from  Philips 

In  1989  Philips  aim  to  strengthen 
their  position  as  number  three  in 
the  haircare  market  with  the 
introduction  of  nine  new  styling 
appliances. 

With  longer  hair  becoming 
more  fashionable,  there  is 
consumer  demand  for  more 
powerful  hairdryers.  The  new 
Philips  HP4343  Silence-Pro 
2,000W  dryer  (rsp  £19.99)  is 
lightweight,  has  an  airflow  rate  of 
76.5m''/hour  for  quick  drying,  and 
a  low  noise  level  of  69db. 

The  Silence-Pro  has  two 
heat/speed  settings  and  pulse  or 
continuous  cool  airflow  options. 
Any  combination  of  these  settings 
can  be  achieved  with  a 
multifunction  switch.  The  dryer 
has  a  removable,  washable  air 
filter  and  has  two  spares  as  well  as 
an  air  concentrator  nozzle.  It  is 
styled  in  black  with  red  and  blue 
graphics. 

A  new  travel  dryer,  the 
1,200W  HP4316  (rsp  £17.99) 
comes  in  black  with  dual  voltage 
and  two  speed  settings  and  a 
travel  pouch.  And  Philips  are  re- 
introducing a  hot  air  brush,  the 
HP4434  (rsp  £14 .99)  in  response 
to  consumer  demand.  It  has  soft 
tip  bristles  and  a  quick  release 
system  to  leave  hair  tangle  free. 

Philips  see  crimpers  as  an 
underdeveloped  sector  of  the 
haircare  market,  and  are  launching 
two  new  crimpers  offering 
consumers  the  choice  of  corded  or 
cordless  use.  The  HP4418  Jet  Set 
cordless  crimper  (rsp  £19.99)  is 
styled  to  fit  in  with  the  existing  Jet 
Set  range  and  offers  the  choice  of 
refillable  or  disposable  cartridges 
and  rapid  heat  up. 

The  second  new  crimper,  the 
HP4419  (rsp  £9.99)  is  a  bright 
cerise  and  purple  corded  model.  It 
is  multi-voltage  for  worldwide  use 
and  has  an  on/off  switch  with 
mains  indicator  light. 

Four  new  products  are  to  be 
launched  into  the  £22m  electronic 
brush  and  tong  market  —  the 
Finesse  hot  brush  HP4443  (rsp 
£4.99),  Finesse  tong  HP4444  (rsp 
£5.99),  Fashion  hot  brush 
HP4445  (rsp  £5.99)  and  Fashion 
tong  HP4446  (rsp  £6.99).  The 
Finesse  tong  and  brush  have  been 
updated  from  the  existing  models. 
Styled  in  white  and  black  they 
have  automatic  voltage 
adjustment,  protection  against 
over-heating  and  a  swivel  cord. 

The  fashion  range  comes  in 
black  and  blue  and  has  a  neon 
mains  indicator  and  anti-slip  ring 
on  the  handle.  Philips  Domestic 
Appliances  &  Personal  Care 
Division.  Tel:  01-689 2166. 
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IT'S  A  BIGGER  OPPORTUNITY 
WITH  MAGNIVISION. 


Magnivision  is  uniquely  placed  to 
help  you  maximise  the  opportunity 
you  now  have  to  profit  from  the  sale 
of  self-selection  reading  glasses. 

THE  WORLD'S  No.  1 

The  quality  of  Magnivision  lenses 
and  frames  has  made  them  brand 
leaders  wherever  they  are  sold. 

THE  ULTIMATE  DISPLAY  UNIT 

Magnivion's  display  is  a  proven 
success,  perfected  over  many  years. 

It  makes  self  selection  simple  for 
your  customers  and  stock  control 
easy  for  you 

OUTSTANDING  PROFIT  RETURN 

There  are  display  stands  for  floor 
and  counter  which  occupy  a  ver^ 
small  area,  it's  not  unusual  to  turn 
stock  round  5  or  even  A  times  a  year. 
In  terms  of  profit  per  sq  ft  that's 
going  to  make  Magnivision  reading 
glasses  one  of  the  most  profitable 
lines  you  carry. 


NATIONAL  ADVERTISING  SUPPORT 

With  Magnivision  you  get  the 
national  advertising  exposure  you'd 
expect  from  a  brand  leader.  It's 
further  supported  by  an  intensive 
public  relations  and  consumer  educa- 
tion programme. 

STOCKIST  SUPPORT 

Magnivision  has  a  nationwide  team 
of  merchandisers  who  call  regularly 
to  keep  your  unit  fully  stocked,  neat, 
clean  and  tidy.  The  opportunity  to 
profit  from  this  new  market  sector  is 
clear  to  see.  Look  no  further  than  the 
brand  leader 

Contact  us  now:- 
MAGNIViSION  LTD 
Longbridge  Hayes  Road,  Longport, 
Stoke-on-Trent,  Staffs.  ST6  4DS. 
Telephone:  0782  577055. 


The  Worlds  Best-Selling  Reading  Glasses 


Copyright  Magnivision  Limited  1989 


BUSINESS 
IT  USED  TO  BE 


It's  thriving*.  For  each  of  these 
pharmacies.  Because  each  has  a 
unique  style  -  a  personality  of  its 
own.  Yet,  there  are  some  common 
denominators.  vSuccess. 
And  Dollar  Kae  desif<n. 
We'd  welcome  the  opportunity  to 
discuss  our  complete  service  in  more 
detail.  Simply  fill  in  the  coupon. 
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Cussons  just  For  Men 


Cussons  are  extending  their  For 
Men  range  by  adding  a 
concentrated  shave  gel  and  a  dr\' 
skin  lotion. 

Both  products  retail  at  £1.39 
and  benefit,  say  Cussons,  from  a 
new,  light  fragrance  that  has  been 
introduced  across  the  whole 


Cussons  range. 

The  shave  gel  transforms  to  a 
creamy  foam  when  massaged 
onto  wet  skin,  helping  give  a 
smoother  shave  and  the  dr>'  skin 
lotion  is  said  not  to  leave  the  skin 
greasv.  Cussons  (UK)  Ltd  Tel  061 
792  6111. 


Numark  sell  colour 


The  Numark  February'  promotion 
will  be  a  free  entry  colouring 
competition  for  children  in  two 
categories.  Five  to  seven  year 
olds  can  win  80  Reeves  Colour 
Desks  worth  £11.50  each,  while 
eight  to  eleven  year  olds  can  win 
80  Kodak  Ekti'a  90  Cameras,  each 
worth  £19.95. 

All  the  children  have  to  do  is 
colour  the  picture  inside  an  entry 
form,  which  will  be  available  in 
each  Numark  pharmacy,  and  send 
it  to  Numark  Central  Office  by 
March  31,  1989. 

During  February,  extra  fill 
lines  are  Aapri  facial  scrub,  dual 
cleansing  pads  and  washcream, 
Colgate  dental  cream,  Head  and 


Shoulders  shampoo  and 
conditioner  and  Naturel  plus 
deodorant. 

Promotions  include  contour 
blades  and  razors.  Cow  &  Gate 
pure  juice.  New  Depend  shields, 
the  Empathy  hair  care  range. 
Imperial  Leather  soap,  Lil-lets, 
Lucozade  and  Nivea  facials. 

Family  carelines  include 
Anadin,  Beechams  powders, 
Clearblue  and  Clearplan,  Coda- 
Med,  Dequacaine,  Dequadin  and 
Dequacets,  Disprin  and  Disprol, 
Karv'ol,  Migralift  Duo,  Milk  of 
Magnesia,  Oraldene,  Solpadeine, 
Strepsils  and  Venos.  Independent 
Chemists  Marketing  Ltd.  Tel: 
0985215555. 


Bodyplan  goes  national 


Reckitt  &  Colman  are  launching 
Bodyplan  into  the  £70m  diet  meal 
market  following  a  test  market 
success  in  the  TVS  region  last 
year.  The  company  are  projecting 
a  retail  sales  value  of  £4m  in  a 
market  gi^owing  by  20  per  cent  per 
annum,  they  say. 

Bodyplan  is  made  from  low  fat 
yoghurt  powder,  corn  and  wheat 
bran,  with  essential  vitamins  and 
minerals.  Bodyplan  comes  in 
three  fruit  flavours  —  raspberi7, 
peach  and  lemon  —  and  each 
sachet  provides  just  100  calories. 

Special  starter  packs  contain 
three  Bodyplan  sachets  —  one  of 
each  flavour  —  plus  a  32-page 
booklet  and  a  mixing  beaker. 


Continuation  packs  of  single 
flavours  are  also  available 
containing  six  sachets  plus  an 
eight-page  leaflet.  Starter  packs 
retail  at  £2.89,  and  the  standard 
packs  at  £4.99.  POS  includes 
jumbo  packs,  merchandising  units 
and  consumer  leaflets. 

Marketing  support  includes  a 
£lm  Press  advertising  campaign 
in  women's  magazines  and  the 
slimming  press  commencing  in 
mid-March.  A  sampling 
programme  is  planned  with  cover 
mounts  in  the  slimming  Press,  in 
health  and  fitness  clubs  as  well  as 
through  national  and  local  Press. 
Reckitt  &  Colman  Products  Ltd. 
Tel:  048226151. 
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Try  Softees! 

LRC  are  introducing  a  special  tnal 
price  for  their  Wrights  Baby 
Softees  product. 

Baby  Softees  will  be  offered  at 
a  trial  price  of  £0.59  for  a  box  of 
five,  reduced  from  £0.99. 

LRC  are  backing  the  product 
with  a  £300.000  advertising 
campaign  and  sampling 
programme.  The  Softees  are 
currently  being  advertised 
throughout  the  mother  and  baby 
Press  and  womens'  Press. 
Consumers  are  also  being  invited 
to  write  in  for  a  free  sample 
through  a  series  of  consumer 
offers.  LRC  Products  Ltd.  Tel: 
01-5272377. 

Real  Slippery 

Thompson's  Slippery  Elm  Food 
has  been  re-packaged  to  give  the 
product  a  more  modern  look. 

Thompson's,  made  from  the 
bark  of  the  North  American 
slippery  elm  tree,  has  been  on  the 
market  for  over  80  years.  It 
prevents  the  formation  of  heavy 
clots  of  milk  protein  in  the 
stomach.  Slippery  Elm  Food 
together  with  gelatinised  cereal 
starch  disperses  throghout  any 
fresh  milk  to  produce  a  finer  more 
easily  digested  curd.  Distributors 
De  Witt  International  Ltd.  Tel: 
01-441  9310. 


Bayer  put  no  Limmits 
on  variety 


Bayer  UK  are  extending  their 
range  of  meal  replacements. 

Strawberry  and  choc  hazelnut 
are  new  to  the  cream  biscuit  range 
and  will  supply  about  200 
kilocalories  per  meal,  and  33  per 
cent  of  the  recommended  daily 
amount  of  vitamins  and  minerals, 
(rsp£l  .19  for  a  three  meal  pack). 

Pineapple  and  raspberry 
Lunchpacks  have  been  added  to 
the  existing  range  of  chewy  bars. 
Each  oatmeal  and  coconut  based 
recipe  gives  a  maximum  of  215 
kilocalories  (rsp  £.04  for  a  single 
meal  pack). 

And  new  milk  chocolate 
lunchbars  are  available  in  peanut 
and  mixed  fruit.  The  range  again 
contains  33  per  cent  of  the 
recommended  daily  amount  of 
vitamins  and  minerals  and  are  both 
less  than  215  calories  (rsp  £1.89 
for  a  three  meal  pack),  say  Bayer. 

To  compliment  the  products, 
Limmits  have  updated  their 
packaging  which  is  now  colour 
coded  to  reflect  the  flavourings. 

The  products  will  be 
accompanied  by  a  national 
promotion  campaign  which  begins 
in  women's  magazines  in  March. 
In-store  showcards,  mobiles  and 


various  shelf  talkers  are  available 
to  pharmacists  from  Baver  UK 
Ltd.  Tel:  063539000. 


Spot  on 

Nicholas  Laboratories  are  putting 
a  £500,000  advertising  spend 
behind  their  Gold  Spot  range. 

The  campaign,  which  runs  for 
seven  weeks  in  seven  TV  regions 
until  March  10,  including  TVS  and 
Granada.  Nicholas  Laboratories 
Ltd.  Tel:  0753  23971. 


Unichem  are  launching  the  sale  of 
a  comprehensive  range  of  small 
electricals  in  conjunction  with 
British  Distribution  Co  (BDC), 
offering  specially  discounted  trade 
prices  to  Unichem  members. 

A  catalogue  with  a  selection  of 
over  5,000  items  is  to  be  made 
available  indicating  extra  discounts 
for  large  orders  and  BDC  special 
offers  on  fast  moving  lines  each 
month.  Unichem  members  will  be 
able  to  place  orders  of  up  to 
£1,000  direct  with  BDC,  quoting 
their  Unichem  account  number. 
Orders  will  be  received  within  five 
days  and  delivery  will  be  free  for 
orders  over  £100.  Unichem.  Tel: 
01-3912323. 


Vapona  boost 

Nicholas  Laboratories  will  be 
supporting  their  Vapona 
insecticides  with  the  introduction 
of  a  floor  merchandising  unit. 

Available  to  coincide  with  the 
peak  insect  season  (April- 
September)  the  compact  free- 
standing unit  features  a  branded 
headercard  with  three  display 
shelves,  designed  to  stock  all  ten 
products  in  the  range. 

Shelf  display  trays  will  be 
available  for  the  smaller  outlet. 
Nicholas  Laboratories  Ltd.  Tel: 
075323971 
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GTV  Grampian 
B  Border 
C  Central 

CTV  Channel  Islands 
LWT  London  Weekend 
C4  Channel  4 

V  ulst&r                          oiv  oKy 

G  Granada                        STV  Scotland  (central) 

A  Anglia                           Y  Yorkshire 

TSW  South  West              HTV  Wales  &  West 

TTV  Thames  Television      TVS  South 

TV-am  Breakfast              TT  Tyne  Tees 

Television 

Aquafresh: 

All  areas 

Badedas: 

SK 

B-D  Digital  Thermometer: 

G,Y 

Benylin: 

All  areas 

Bic  Microglide  Razor: 

All  ITV  network 

Brylcreem: 

SK 

Contac  400: 

LWT,Y,STV,HTV,A,TSW,G 

Day  Nurse/Night  Nurse: 

All  areas 

Day  &  Night: 

All  areas 

Endekay  Dental  Health  Gum 

G,  Y,  TVS,  LWT,  TTV 

Finesse: 

All  areas 

Gold  spot: 

TVS,G,STV,G,Y,TT,B 

Haliborange: 

TVam 

Hot  Remedies: 

All  areas 

Karvol: 

All  areas 

Listerine: 

All  areas 

Lucozade: 

SK 

Macleans  toothpaste: 

All  areas 

Otrivine: 

U,G,Y,HTV,TT 

Panadol  tablets  &  Panadol  capsules:                                    All  areas 

Paracodol: 

U,  C4 

Pretty  Poly: 

All  areas 

Pulmo  Bailly: 

TT,  Y,  C 

Radian  B: 

G.Y,  CTT 

Robitussin: 

All  areas 

Sanatogen  Vitamins: 

All  areas  except  LWT  &  TVam 

Sensodyne  toothpaste: 

All  areas  except  G,  A,  CTV  &  TVam 

Seven  Seas  Berries: 

TTV,  Y 

Simple  skin  care  range: 

All  areas  except  LWT  &  TVam 

Sinutab: 

All  areas 

Solpadeine: 

All  areas 

Strepsils: 

All  areas 

TCP  liquid  &  TCP  pastilles: 

All  areas  except  CTV 

Tixylix: 

ITV,  C4 

Triogesic: 

S,  Y,  G,  HTV,  U,  TTV,  C,  A.  TVS 

Vantage  Products: 

ITV  National 

Venos: 

All  areas 

COUNTERPOINTS 


Animated 
Aquafresh! 

Aquafresh  features  in  a  £1.3m 
television  advertising  campaign 
which  begins  this  month  and  runs 
nationally  until  March.  The 
animated  commercial  presents 
product  benefits  using  a  song-and- 
dance  routine  in  a  bathroom  which 
a  family  enjoys  while  brushing 
their  teeth,  say  Beecham. 

Added  value  packs  are  to  be 
available  on  the  50ml  and  125ml 
sizes  during  the  campaign,  say 
Bccduun  Toih'tries.  Tel:  01  560 
5151. 


Whitehall  Laboratories  Ltd  have 
introduced  two  special  cash  and 
carry  packs:  Immac  red  rose, 
25ml  (6  £3.19  trade)  and  Anne 
French  regular  milk  200ml  (6 
£2.82  trade).  Whitehall 
Laboratories  Ltd.  Tel:  01-636 
8080. 

Pharmacists  will  be  able  to  see  a 
special  trade  showing  of  the  new 
Strepsils  commercial  which  is  to 
run  in  the  coming  weeks  on 
Sunday,  February  12  at  8.50  am 
on  TV-am.  Crookes  Healthcare 
Ltd.  Tel:  0602  507431. 

Torbet  Laboratories  have  taken  over 
the  marketing  of  Kest  Tablets 
from  Rorer  Pharmaceuticals, 
which  will  be  distributed  bv, 
Fanllon  Ltd.  Tel:  04023  71136. 


Anadin's  new 
image  in 
Press 

For  seven  weeks,  from  the 
beginning  of  March,  maximum 
strength  Anadin  capsules  are  to  be 
advertised  in  women's 
magazines,  including  Woman's 
Weekly,  Woman's  Realm  and 
Best. 

New  shelf  talkers  for  the 
product  and  display  units  designed 
to  hold  12  of  the  24-tablet  packs 
are     also     available  from 


representatives  from  Whitehall 
Laboratories  Ltd.   Tel:  01-636 


Endekay 

Regional  television  advertising  for 
Endekay  dental  health  gum  runs 
until  .April. 

Stafford-Miller  say  the 
campaign,  which  has  a  £lm 
national  equivalent  spend,  runs  in 
London,  Granada,  Yorkshire  and 
TVS  regions. 

To  maximise  trial,  major 
women's  magazines  carr>-  coupon 
incentive  advertising  throughout 
the  vear,  sav  Stafford-Miller  Ltd. 
Tel:  07072  61151. 


PRESCRIPTION  SPECIALITIES 


All  change  for 
Dioralyte 

Changes  in  the  manufacture  of 
Dioralyte  will  mean  the 
introduction  of  a  new  pack  during 
February. 

Rorer  Pharmaceuticals  say 
plain,  pineapple  and  cherry- 
flavoured  sachets  will  now  come  in 
pairs  with  a  perforated  divider. 
New  style  sachets  will  be  packed 
in  flatter,  taller  boxes  which  take 
up  less  shelf  space,  say  Rorer 
Pharmaceuticals  Ltd.  Tel:  0323 
21422. 

Glucostix 

Glucostix  now  has  an  updated 
package  insert  leaflet  which 
includes  a  blood  glucose  record 
chart  to  help  patients  follow  test 
results  throughout  each  day.  The 
inclusion  of  a  record  chart  in 
product  information  leaflets  was 
requested  by  the  Department  of 
Health  after  blood  glucose  testing 
strips  were  allowed  on  FPIO,  say 
Ames.  For  those  who  would  like  a 
more  substantial  record  of  their 
results,  separate  Glucolog  record 
diaries  are  available  free  from 
Ames  Companv,  divison  of  Miles 
Laboratories  Ltd.  Tel:  '  02814 
5151. 

Generics  with 
information 

CP  Pharmaceuticals  are 
introducing  Rusyde  (frusemide) 
and  Cardinol  (propranolol),  the 
first  in  a  range  of  "professional 
generics"  which  offer  original 
pack  presentations  with  a 
comprehensive  patient 
information  leaflet. 

Rusyde  is  available  in  two 


strengths:  20mg  (28  £0.90),  40mg 
(28  £1.14).  Cardinol  comes  in  four 
strengths:  lOmg  (100  £0.74), 
40mg  (100  £0.86),  BOmg  (60 
£1.02)  and  160mg  (60  £1.47,  all 
prices  trade). 

All  packs  are  presented  as 
cartoned,  blister  strips.  CP 
Pharmaceuticals  Ltd.  Tel:  0978 
661261. 


BRIEFS 


Roche  are  changing  the  pack  size  of 
Fansidar  tablets  from  12  to  10 
when  current  stocks  are 
exhausted.  Roche  Products  ltd. 
Tel:  070728128. 
Cyklokapron  tablets  will  be  available 
in  a  blister  pack  of  60  tablets 
(£12.96  trade)  which  will  replace 
existing  pack,  from  mid-Februan'. 
Kabivitmm  Ltd.  Tel:  089551144. 
Evans  have  introduced  ibuprofen 
600mg  tablets  (100  £6.78  trade). 
Evans  Medical  Ltd.  Tel:  0582 
608308. 

Salbuvent  Rondo  is  now  available  on 
FPIO.  Tillotts  say  the  Rondo 
(£2.75)  is  now  packaged 
separatelv  from  the  inhaler 
(£2.62,  both  prices  trade).  Tillotts 
Laboratones.  Tel:  0727 50561. 
General  Designs  say  that  Ener-G 
gluten-free  brown  rice  bread  has 
not  been  blacklisted  and  should 
not  be  confused  with  Ener-G 
gluten-free  and  yeast-free  brown 
rice  bread  which  has.  The  latter 
has  never  been  marketed  in 
Britain  and  the  company  is 
attempting  to  get  it  removed  from 
the  Limited  List.  General  Designs 
Ltd.  Tel:  01-337 9366. 
CP  Pharmaceuticals  have  added  the 
following  to  their  range:  baclofen 
tablets  lOmg  (100  £12.34), 
diltiazem  hydrochloride  tablets 
60mg  dOO'  £15.84),  labetolol 
tablets  lOOmg  (250  £19.79), 
200mg  (250  £31.36)  and  400mg 
(100  £21.30),  lactulose  solution 
(300ml  £2.61:  11  £7.73)  and 
metoprolol  tablets  50mg  (100 
£4.47)  and  lOOmg  (100  £8.31  all 
prices  trade).  CP  Pharma- 
ceuticals Ltd.  Tel:  0978661261. 
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NATRACALM.  IT'S  everything  the 

MARKET  HAS  BEEN  ASKING  FOR. 

® 

NATRACALM '\s  a  traditional  herbal  remedy  which  effectively 
relieves  the  symptoms  of  nervous  tension  and  the  stress  and 
strain  of  everyday  life. 

® 

NATRACALM  \s  a  powerful  natural  preparation,  is  non-addictive 
and  has  no  known  side  effects. 

® 

NATRACALM  has  a  full  product  licence  and  is  GSL,- 
so  no  prescription  is  required. 

® 

NATRACALM \n\\\  be  appearing  in  the  major  women's  magazines 
with  a  £1/4  million  spend  over  the  three-month  launch  period 
beginning  in  February  1989. 

® 

NATRACALM  is  available  now  from  your  local  wholesaler. 

For  further  information  write  to  the  Sales  Director  at  the 
address  below. 

NATRACALM. \Nheneyier  life  makes  waves 

English  Grains 

HEALTHCARE 

Park  Road,  Oversea!,  Burton-on-Trent,  Staffs. 


The 
green 
^ene 


MARKETING 


Should  you  be  going  'green'  or  is  it 
just  a  fad?  KAE  Development's  Guy 

Tomlinson  examines  whether 
pharmacists  should  take  issues  such 
as  ozone  depletion  and  animal 
experiments  to  heart  and  keep 
'environmentally-friendly'  stock 

While  the  "green"  movement  has  been 
established  in  this  country  for  many  years, 
only  in  recent  months  have  "green"  issues 
been  consistently  hitting  the  headlines.  Does 
this  indicate  a  substantial  change  in  consumer 
attitude  and  what  are  the  implications  for 
manufacturers  and  retailers?. 


"Green"  has  been  coined  to  describe 
issues  concerning  the  health  of  the  planet  and 
life  on  it.  Prominent  issues  on  the  "green" 
agenda  include  those  relating  to  the  effects  of 
chemicals  on  the  environment,  on  food  chains 
and  on  health.  Two  of  the  most  relevant  to 

Jharmacy  markets  are: 
Stratospheric  ozone  layer  depletion  Since  the 
discover}-  of  the  ozone  hole  over  Antartica  in 
1985  scientific  consensus  has  emerged 
associating  chlorofluorocarbons  (CFCs)  with 
global  thinning  of  the  ozone  layer,  which 
means  a  greater  percentage  of  UV  radiation, 
normally  absorbed  by  the  ozone,  reaches  the 
Earth's  surface. 

Increased  exposure  to  UV  radiation  has 
been  positively  associated  with  an  increased 
incidence  of  skin  cancer,  cataracts  and  damage 
to  the  immune  system  in  humans.  It  is  also 
thought  to  reduce  plant  yields  and  contribute 
to  climatic  changes. 

2  Extinction  of  species  and  animal  welfare  Since 

the  appearance  of  humans  the  average 
extmction  rate  amongst  all  species  —  plants, 
animals,  etc  —  has  accelerated  due  to  hunting, 
deforestation  and  conversion  of  landscapes. 
At  the  turn  of  the  century  the  extinction  rate 
was  estimated  to  be  one  species  a  year.  By  the 
mid-1980's  estimates  were  that  one  species 
a  day  was  becoming  extinct  and  this  was  likely 
to  continue.  Associated  with  this  issue  is  the 
suffering  of  animals  in  experiments  and 
product  tests.  Although  the  figure  is  falling,  in 
1987  some  14,500  animals  were  still  used  for 
cosmetic  testing. 

New  product  development 

1  Non-aerosol  hairsprays  Vidal  Sassoon  led  the 
trend  in  1979  with  a  US  developed  product. 
Whilst  the  product  had  always  flagged  that  it 
was  safe  for  the  environment  this  has  now 
been  modified  to  incorporate  an  "ozone 
friendly"  flash. 

Other  haircare  manufacturers  have 
recently  launched  similar  products,  notably 
Gillette  Silkience  (although  this  does  not  refer 
to  the  environmental  issue  on  the  pack)  and 
Boots.  The  Boots  product  is  one  of  the  first  to 
incorporate  an  ozone  friendly  "world" 
symbol.  Bristol-Myers  have  also  introduced  a 
non-aerosol  product  —  Clairol  Finale. 

Companies  like  Faberge,  Max  Factor, 
Amway,  Elida  Gibbs,  Richards  &  Appleby  and 
others  who  make  most  of  the  UK's  aerosol 
toiletries  are  discontinuing  use  of  CFC 
propellants.  Indeed,  the  UK  aerosol  industry 
as  a  whole  plans  to  phase  out  use  of  CFCs  by 
the  end  of  the  vear. 

2  Natural  or  cruelty  free  products  The  Body 
Shop,  although  not  the  first  to  develop 
"cruelty  free"  ranges,  has  exploited  the 
market,  particularly  in  toiletries  and 
cosmetics.  Since  the  fii'st  shop  opened  in  1976 
the  chain  has  grown  to  around  100  stores  in 
the  UK  and  twice  that  overseas  with  sales 
turnover  of  just  under  £30m  in  1987  at  ex- 
factoi7  prices.  All  products  claim  to  be 
biodegradable,  and  "to  contain  ingredients  as 
near  to  natural  source  as  possible" . 

Beauty  without  Cruelty  and  Creighton 
Laboratories,  who  are  distributed  through 
health  food  shops  as  well  as  selected 
pharmacies  and  department  stores,  also 
market  in  this  area. 

Boots  are  one  of  the  major  multiples  who 
have  recendy  followed  the  Body  Shop  lead  and 
introduced  a  natural  range  (although  the  in- 
store  leaflet  does  not  claim  that  the  products 
are  cruelty  free  and  free  of  animal 
ingredients) .  Boots  claim  a  turnover  of  £12m 
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rsp  for  the  products.  Health  food  store  chain 
Holland  &  Barrett  have  also  launched  a  natural 
range  which  claims  to  be  free  of  animal 
ingredients. 

3  Other  environmentally  friendly  products 

Recently,  battery  manufacturers  Varta,  Ever 
Ready  and  Philips  have  made  it  known  that 
they  are  reducing  the  amount  of  mecury  used 
in  their  dry  batteries.  And  disposable  baby 
nappy  makers  have  been  at  pains  to  tell  people 
their  products  are  "environmentally  friendly" 
by  using  non-chlorine-bleached  wood  pulp  or 
being  "dioxin-free";  own  label  nappies  have 
also  made  similar  changes. 

Consumer  potential 

A  key  issue  is  whether  the  "green"  consumer 
niche  will  grow  significantly  beyond  the 
activists  and  lobbyists  such  as  the  Friends  of 
the  Earth,  Greenpeace  and  the  Animal 
Liberation  Front.  Currently,  members  of 
'green"  pressure  groups  are  believed  to 
number  around  100,000  or  less  than  0.2  per 
cent  of  the  population.  "Green"  voters 
account  for  around  1  per  cent  of  the 
population. 

However,  when  consumers  were 
questioned  about  the  importance  of  the 
environment  as  a  political  issue  over  the  next 
iive  years,  50  per  cent  thought  it  would  be 
'very  important",  35  per  cent  "fairly 
important"  and  only  9  per  cent  it  would  not 
make  a  difference  (Source:  Harris/ The 
Observer,  October  1988). 

At  the  same  time  the  "green 
in  the  UK  is  small  by  contrast  with 
West  Germany  where  the  Green 
Party  commanded  8  per  cent  of 
the  vote  at  the  last  national 
election. 

Of  course,  consumers  may  not 
understand  what  "green"  issues 
are  and  their  benefits;  the  ozone 
issue  is  complex  and  not  even 
clear  cut  in  terms  of  cause  and 
effect  among  the  scientific 
profession.  Similarly,  the 
language  used  to  communicate 
"green' '  issues  is  often  complex 
and  technical,  (eg  the  words 
"ozone"  and  "biodegradable"). 
Even  if  the  public  do  not 
understand  however,  there  is  an 
undoubted  preference  for 
"natural"  products,  whatever 
they  might  mean. 


credibility  and  enhance  competitiveness. 

A  key  issue  for  manufacturers  is  the  cost 
of  developing  the  niche.  Substantial 
investment  is  likely  to  be  required  to  establish 
a  mass  market  brand  based  solely  on  the 
'  'green"  proposition.  It  is  not  surprising  that 
the  running  has  been  made  by  retailers  till 
now. 

The  opportunity  undoubtedly  does  exist 
for  a  manufacturer  to  find  a  "green" 
communication  key  that  is  both  easily 
understood  and  distinctive.  However,  more 
likely  is  that  manufacturers  with  large  and 
established  brands  may  adapt  current 
positioning  to  encompass  the  "green" 
feature .  We  wonder  whether  Timotei  will  be 
among  the  first! 

We  believe  the  use  of  the  '  'ozone  friendly 
slogan  on  aerosol  packs  is  an  important  move 
forward  in  improving  communication  of 
"green"  issues.  The  graphic  "world"  device 
is  particularly  meaningful  and  comprehensible 
to  consumers. 


Conclusions 


movement 


The  "green"  trend  appears  to  be  gathering 
momentum  and  is  being  fuelled  by  its  higher 
political  and  media  profile.  In  particular,  the 
' ' Green  Consumer  Guide ' ' ,  which  has  topped 
the  paperback  best  seller  lists  since  launch  last 
Summer  and  sold  over  150,000  copies,  has 
boosted  interest.  On  the  political  front,  the 
Conservative  Party  recently  strengthened  its 
environmental  policies  to  tackle  issues  such  as 
depletion  of  the  ozone  layer. 


Initially,  we  Ijclieve  the  appeal  ui  vriily 
'  'green' '  products  will  be  confined  to  activisc-. 
but  is  likely  to  spread  to  other  consuirie; 
groups  who  lead  opinion,  for  exampl<-. 
students. 

Mass  consumer  appeal  is  possible  as 
witnessed  by  the  circumstances  in  West 
Germany,  where  the  "green"  portfolio 
encompasses  a  much  wider  range  of  products 
than  in  the  UK,  including  laundry  and  lavatory 
products  and  has  prompted  stagnation  in  "non 
green"  categories  such  as  CFC  aerosols. 

In  the  UK  the  transition  from  an  activist 
niche  to  mass  appeal  is  likely  to  be  driven  by 
the  development  of  image  rather  than  selling 
on  functional  benefit.  This  appears  to  be  so 
with  Body  Shop  and  Boots  ranges  which 
appeal  to  '  'young  trendies" . 

Overall,  we  feel  the  evidence  points  to  the 
"green"  trend  appealing  to  a  greater 
proportion  of  the  population  in  much  the  same 
way  as  the  "high  fibre"  trend  which  was 
sparked  by  the  "F  Plan  Diet"  book. 

However,  we  believe  that  there  is  greater 
chance  that  "green"  product  features  will 
become  generic  whereby  "non  green" 
products  will  assume  disbenefits  (as  with 
aerosols),  rather  than  by  encouraging  new  and 
unique  brands.  We  also  think  major  retailers 
will  find  it  worthwhile  to  have  a  private  label 
"green"  range.  But  few  brand  manufacturers 
will  find  the  opportunity  large  enough  for  the 
marketing  investment. 

Guy  Tomlinson  is  a  senior  consultant  with 
new  product  development  specialists  KAE 
Development.  Tel:  01-3796118 


Green  growth 


A  key  issue  for  retailers  is 
whether  to  support  and  stock 
"green"  products. 

If  the  consumer  niche  is  small 
the  sales  potential  is  also  likely  to 
be  small.  For  example,  on  the 
basis  of  the  total  UK  toiletries  and 
cosmetics  market,  1  per  share 
share  equates  to  only  around 
£25m  (source:  Mintel).  But  the 
potential  is  almost  certainly  much 
higher,  as  some  major  retailers 
have  already  demonstrated.  We 
believe  there  is  an  opportunity  for 
pharmacists  to  lead  market 
development  by  featuring  blocks 
of  "green"  products  in-store  to 
improve  consumer  awareness.  In 
turn  this  will  help  establish 
individual  store  reputation  and 


WYETH  GENERICS 
PHARMACY  CROSSWORD  NO.  9 

The  solution  to  No  9  will  appear  alongside  No.  10  in  March,  1989 


To  treat  with  irreverence 


IS  a  secret  ol  the  French  |9| 


,  unhappy  communists  in  mix  up  over  speech  j  1] 

lo  ^;r:°.lur'l«t=e,«lc..gin^onc,acco.nts,| 

12  Fabric  in  many  long  pieces  |5| 

13  A  hundred  old  people  are  conrmedlSl 

15  in  summer  I  try  to  achieve  excellence  |5| 

16  The  years  are  returning  |3| 

17  Knowledge  about  rice  IS  not  patent  |7| 

1,  soundsasilyoudehateitioreceiveahlessingm 

ni^Tv^g.achedaconclusionwithoutEdw^^^^^^^^^^ 

First  lady  arranges  an  occasion  with  the  Nationa  T  us,  |5| 
,    About  wrong-doing -tragacanth  lor  example?  |5| 

5  Follow  the  Queen  s  Preview  |71 

6  A  tin  held  by  sin  but  still  has  room  (91 

7  Hear  the  sound  of  ten  in  charge  of  the  shop  PI 
II    Dared  lor  example,  to  lower  |71 

14  Alls  from  a  hearr  drug  but  leaves  a  rrjmber|5| 

15  Painter  of  Ivtum's  fish  trap  |5| 

18  Pole  IS  found  in  a  rather  odd  place  |3| 


Submitted  by 


Mrs  E  Halliday  Fulford,  York 


Prizes  of  £5  will  be  awarded  to  the 
senders  of  the  first  5  correct  solutions 
drawn  on  10th  March  1989. 

Name  No.  9 

Address 

c&D  

Solution  to  Puzzle  Na  8 

Across:  I  Temazep3m.6lnun=d.  7  Mama,  9  Remand,  10  See.  II  Tier  14  limD.  15  Hul 
16  Ipecac.  17  Cured.  18  Eleas  ?0  Rtieumal*:  Down:  I  Tin,  2  Murder.  3  Zodiac  4 
Pomade,  5  Monastic.  6  Isotonic  8  Alembics,  9  SesioreT  \1  Girdle,  13  Redeem.  14 
Latent  19  TUC 


Send  your 

crossword  to  wyeth  Generics  If 

It's  seleaed  for  publication  here, 
send  you  £50  Puzzles  should  be  no 
larger  than  12x12  squares 


Get  the  right 
result  with 


WYETH^ 


GENERIGS 


QUALITY  ASSURED 


'trade  mark 

Wyeth  Generlcsr  WVyeth  Laboratories^  Huntercombe  Une  South,  Taplow,  Maidenhead,  Berks.  SL6  OPH 
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90%  of  mothers  feed  their  six  month  old  babies  cow's  milk. 

But  the  DHSS  has  said  the  ordinary  pinta  can't  provide  babies  with  all  the 
vitamin  D  and  iron  they  need. 

So  that's  exactly  what  we'll  be  telling  their  mothers  in  our  £500,000 
national  baby  press  campaign. 


The  Department  of  Health 
would  rather  your  six  month  old 
customers  suckled  on  this. 


Then  we'll  be  telling  them  where  their  babies  can  get  all 
the  vitamins  and  iron  they  need. 
Farley's  Junior  Milk. 

Even  a  six  month  old  baby  could  see  there  are  profits 
to  be  milked.  .  53 


lynter  ♦ 

Milk 


Wholesale  Support 
Nationwide 


ROBERT  SMITH  &  CO  LTD  . 

SANGERS 
(NORTHERN  IRELAND)  PLC4 
5ANGERS  (NORTHERN  IRELAND)  PLC 

,NS- EVANS-  ?; 

VESTRIC,  BELF, 


EVANS  •  tVANS  •  EVA. 
—  .  *ANS  •  EVANS  •  EV*i;»* 

'j^  iVANS  •  EVANS  •  EV^ 

^  -mi          ANS  •  EVANS  •  EVAJ^  .   

1  ^^'aNS  •  EVANS  •  EVANS  •  EVANS  •  EVANS  •  EVANS  - 

^  •C.NS  •  EVANS  •  EVANS  •  VESTRIC,  ABERDEEN 

ANS  EVANS  EVANS  Wm.  DAVIDSON  LTD 
4S  ■  R;ANS  •  EVANS  •  EVANS 

^NS  -  EVANS  •  EVANS  •  E  /  ANS ; 

JAMES  TAYLOR  LTD, 
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HALL  FORSTER  &  CO  LTD 
NORCHEM  LTD  VESTRIC,  GATESHEAD  . 
MAWSON&  PROCTOR  PHARMACEUTICALS  L 
RIDLEY  LTD  -  WHITE  ROSE 

BLEASDALE  LTD< 
VESTRIC,  LEEDS  Va 
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-Supporting  the  Pharmacy 
through  theWhoIesaler. 


Dealing  with  people 

In  the  second  of  his  series  on  the  basics  of  running  a  pharmacy,  Eric  Jensen,  B.  Com, 
MRPharmS,  discusses  how  a  good  look  in  the  mirror  and  thought  in  our  relationships  can 
make  the  quality  of  business,  and  life  better. 


The  crucial  human  relationship  is  with  ourself.  Self-knovvledjie,  self- 
understanding;  these  are  keys  to  understanding  others.  It  is  perhaps 
the  hardest  knowledge  to  acquire. 

The  first  step  in  building  huitful  relationships  is  to  examine 
ourselves. 

When  a  little  introspection  has  helped  us  clarify  our  strengths  and 
weaknesses  as  pharmacists  and  as  whole  people  we  can  relate  these  to 
our  goals.  L^nless  our  goals  are  wisely  attuned  to  our  capabilities  we  are 
likely  to  frustrate  ourselves  and  those  working  with  us. 

The  happy  and  successful  pharmacy  must  be  a  team  effort,  (joals  and 
how  to  achieve  them  must  be  fixed  in  consultation  with  each  team 
member.  And  each  member  should  have  specific  goals  within  the  overall 
framework.  Only  by  co-operation  will  resources  be  used  to  fullest 
mutual  benefit.  To  try  and  impose  goals  on  those  not  involved  in  setting 
them  might  have  a  temporary  success.  But  longer  term  such  a  policy 
is  wasteful  and  worse.  People  are  highly  motivated  to  reach  goals  they 
ha\e  agreed  upon. 

Promoting  sound  relationships 

Meetings  Every  encounter  with  another  person  is  a  meeting  of  a  kind, 
r^ice  to  face  discussion  is  still  the  most  likely  form  of  communication  to 
nounsh  good,  or  bad,  contacts.  Hence  the  popularity  of  conferences  and 
committee  sessions.  But  meetings  can  be  productive  or  useless 
according  to  how  they  are  arranged.  They  should  take  place  only  when 
they  are  essential  and  should  deal  with  specifics.  With  modem  telephone 
systems  many  conferences  can  be  conducted  quickly,  efficiently  and 
cheaply,  at  a  distance.  A  pharmacist  with  more  than  one  business  is  wise 
to  explore  such  systems. 

Staff  relationships  can  be  strongly  fostered  through  well-run 
meetings.  Features  of  a  productive  meeting  include:  1  the  purpose(s) 
defined  in  advance  and  members  informed;  2  the  starting  and  finishing 
times  stated  and  kept  to.  If  someone  arrives  late  the  matter  already 
co\'ered  should  not  be  re-covered;  3  the  chairman,  not  necessarily  the 
owner,  must  ensure  that  pnonties  in  handling  matters  are  sensible.  He 
or  she  must  allot  time  rigorously  to  stop  waffling;  4  the  chairman  should 
see  that  all  present  have  a  chance  to  put  their  view.  Meetings  within  the 
meeting  must  not  be  allowed;  5  the  minutes  should  be  promptly 
circulated.  They  should  be  succinct.  It  should  be  clear  who  is  to  carry 
out  each  decision.  A  pharmacist-owner  should  ensure  that  those 
delegated  jobs  have  the  power  to  see  them  through.  And  it  is  important 
no-one  is  asked  to  do  something  they  are  not  trained  for. 
Customers  Meetings  with  customers  are  usually  face-to-face  and  one- 
to-one.  In  the  previous  article  iC&D  November  5,  p796)  we  stressed 
how  things  were  said  with  body  language.  All  those  in  contact  with 
customers  should  be  alert  to  their  own  manner  and  stance  and  to  that 
of  a  customer. 

To  foster  a  happy  exchange  with  customers  we  should  aim  to  have 
empathy  as  well  as  sympathy.  Those  who  wish  to  urtburden  themselves 
usually  like  privacy,  bne  of  the  most  valuable  assets  a  student  of  human 
nature  can  have  is  to  be  a  patient  listener;  many  sick  people  and  others 
crave  someone  who  will  just  listen.  Listening  is  excellent  treatment  and 
costs  little.  Show  you  are  listening  by  the  odd  question  or  gesture  of 
understanding. 

Staff  training  A  smiling  face  and  a  pleasant  manner  are  important.  But 
they  cannot  make  up  for  lack  of  knowledge.  There  should  not  have  to 
be  a  choice,  but  most  of  us  would  prefer  the  well-informed  boorish 
assistant  to  one  eager,  yet  ignorant.  Training  therefore  needs  to  cover 
two  broad  facets:  technical  knowledge  and  expertise  combined  with  the 
"social  graces". 

Most  staff  are  keen  to  learn,  to  improve  themselves,  because  of  the 
urge  to  earn  more  money  and  desire  to  increase  job-satisfaction.  To 
promote  both  is  to  encourage  fruitful  staff  co-operation. 

One  reason  why  training  in  general  is  not  anywhere  near  as 
productive  as  the  technical  and  scientific  content  merits,  is  that  few,  if 
any,  schools  teach  students  how  to  learn.  Part  of  the  problem  may  lie 
with  the  students  themselves.  Under  so  much  pressure  to  cram  their 
brains  with  the  scientific  syllabus,  they  eschew  anything  they  think 
extraneous.  Yet  a  few  hours  investment  at  the  beginning  of  their  course 
could  make  learning  so  much  easier  later  on . 

The  boss  who  guides  staff  on  these  lines  will  help  them  become 


experts  in  both  training  and  learning. 
Showing  an  interest  in  people  makes  for 
better  relationships.  If  you  cannot 
tackle  training  people  how  to  train 
yourself,  at  least  show  enough 
interest  to  direct  them  to  those  ^ 
who  can. 

It  is  perhaps  true  that  we 
cannot  really  teach  people, 
all  we  can  try  to  do  is  help  them  teach 

themselves.  Similarly  we  cannot  motivate  others;  ^^"^"''^'^ 
but  we  can  stimulate  them  to  motivate  themselves.  Our 
relationships  with  staff  will  benefit  if  we  encourage  them  to 
understand  their  potential  and  then  to  develop  their  talents.  Part  of 
boss's  responsibility  is  to  offer  rewards  for  effort. 
LeadershipAny  boss  or  manager  could  usefully  check  him-  or  herself 
against  the  following:  1  a  leader  should  be  acceptable  to  those  led.  It  is 
not  enough  to  have  nominal  authority  because  of  one's  degree;  authority 
must  be  earned  by  conduct;  2  a  leader  should  be  aware  of  the  effect  of 
his  behaviour  on  those  led.  Only  if  there  can  be  frank  discussion,  and  the 
leader  accepts  he  could  be  at  fault,  will  there  be  sound  relationships.  The 
boss  must  try  to  see  himself  as  others  do;  3  leaders  must  be  just  and 
seen  so  to  be.  Facts  must  be  obtained  before  aportioning  blame.  The 
most  junior  staff  member  must  be  given  a  full  and  sympathetic  heanng; 
and  we  should  remind  ourselves  that  those  who  are  most  eloquent  in  self 
defence  should  not  be  favoured;  4  encouragement  is  usually  more 
constnictive  than  punishment  and  blame.  T17  to  find  something  to  praise 
even  when  taking  someone  to  task;  5  in  general,  staff  should  be 
disciplined  in  pnvate.  An  exception  could  be  where  a  customer  has  been 
nidely  treated  and  has  to  be  shown  that  the  complaint  is  taken  seriously. 
E^ven  then  the  "counselling"  area  might  be  used;  6  staff  worries  and 
complaints  should  be  dealt  with  promptly;  full  and  clear  reasons  should 
be  given  for  the  response;  7  when  there  are  staff  grumbles  try  to  find 
the  root  causes.  Symptoms  need  attention  but  can  be  misleading. 

Staff  have  duties  of  loyalty,  reliability,  co-operation  of  recognition 
of  the  aims  of  the  business. 

Doctors  Self-interest  and  ethics  combine  to  make  good  relationships  with 
doctors  a  "must".  A  major  difficulty,  especially  in  rural  areas,  is  that 
of  doctor  dispensing.  It  can  be  hard  to  apply  the  principle  of  empathy 
when  facing  competition  from  a  dispensing  doctor,  but  it  is  important  to 
try  to  see  his  or  her  viewpoint.  Doctors,  like  pharmacists,  pursue 
financial  and  non-financial  ends. 

Suppliers  Wholesalers  providing  physical  services  and  accountants  and 
others  offering  different  services  need  our  sympathy  and  empathy!  So 
do  the  Royal  Pharmaceutical  Society  and  its  inspectors  and  National 
Pharmaceutical  Association. 

Checklist  of  general  principles 

Keep  people  informed  —  delegate  to  the  utmost  —  when  delegating, 
give  authority  —  build  a  team  —  communicate  and  listen  —  sympathise 
and  emphasise  —  define  jobs  clearly  —  keep  staff  busy  —  give  staff  the 
chance  to  develop  abilities  —  try  to  remove  obstacles  to  liigh  morale  and 
productivity  rather  than  compensate  for  them:  make  sure  working 
conditions  and  equipment  are  of  the  best  —  treat  people  as  responsible 
and  conscientious,  as  most  are  —  remember  that  their  name  is  a  most 
valued  possession  to  most  people  —  be  lavish  with  genuine  praise  and 
appreciation  —  treat  people  as  important  —  be  an  enthusiast:  this 
generates  enthusiasm  in  others  —  be  sensitive  to  your  own  tone  of  voice 
and  body-language  and  to  that  of  others  —  teach  staff  by  example  as  well 
as  precept  —  be  accessible  —  be  prompt  —  have  regular  staff  meetings 
—  arrange  a  customer  panel  —  never  forget  the  lubncant  of  humour  — 
don't  overdo  the  psychologising:  you  too  are  being  studied:  sincerity 
is  essential  —  promote  security  in  staff,  dispel  uncertainty  —  when 
disputes  arise  make  sure  you  have  full  information,  then  try  to  resolve 
quickly  —  if  you  are  in  error,  admit  it  —  never  promise  more  than  you 
can  perform  —  develop  skills  in  counselling  customers  and  staff,  in 
privacy  —  let  the  other  person  speak  and  unburden:  just  to  listen  can 
he  great  medication. 

The  golden  rule  Do  unto  others... But  don't  assume  they  always  want 
what  \'ou  want! 
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THE  RETAIL 
PHARMACIST 
MOVES  UP 
FRONT... 


BEANSTALK  \ 
RETAIL  DISPLAY 
EQUIPMENT 


Beanstalk  can  improve  your  profit 
opportunity,  both  up  front  and  in  the 
dispensary 

Over  35  years  experience  of  the  retail 
pharmacy  market,  a  national  network 
of  professional  consultants  and  a  fast, 
efficient  delivery  and  installation 
service  makes  the  Beanstalk  approach 
to  shopfitting  professional  and 
profitable 


Call  Beanstalk  on 
0243  7881 1 1  24  hrs. 


For  a  full  colour  brochure  send  this 
coupon  to  Beanstalk  Ltd  . 
FREEPOST.  Chichester, 
West  Sussex.  PO 1 9  2TZ 


Name: 


Trading  as 
Address:  - 


Post  Code: 
Tel:   


NEWS  REVIEW 


Davies  unswayed  by 
Council  proposals 

John  Davies  is  not  the  Royal  Pharmaceutical  Society's  favourite  fellow  at  the  moment. 
As  the  Council  looks  to  steer  the  profession  towards  the  post-Nuffield  future,  Mr  Davies 

leads  those  opposing  any  changes  to  the  supervision  of  dispensing.  The  Society's 
Council  published  its  guidance  on  supervision  last  week;  this  week  Mr  Davies  revealed 

that  he  has  once  more  submitted  his  request  for  a  special  general  meeting  of  the 
Society  to  debate  the  issua  C&D  asked  Mr  Davies  why. 

No  change.  John  Davies  says  the 
Council  has  not  changed  its  view 
on  supervision  and  he  is  not 
changing  his.  Unless  something 
gives,  a  special  general  meeting  of 
the  Society  is  on  the  cards. 

"The  model  procedure  hasn't 
advanced  the  argument,"  Mr 
Davies  says.  "We  are  back  to 
square  one  and  therefore  I  feel 
that  the  membership  should  be 
given  the  opportunity  to  voice  its 
opinion  on  the  way  ahead. 

Mr  Davies'  letters  from 
Wiveliscombe  in  Somerset  have 
appeared  in  the  columns  of  the 
pharmaceutical  Press  regularly 
over  the  past  few  years.  But  1988 
has  seen  the  profile  of  the 
honorary'  secretary  of  the  Rural 
Pharmacists  Association  raised 
significantly,  first  at  the  Society's 
annual  general  meeting  in  May 
when  he  won  a  vote  for  a  final 
check  by  a  pharmacist  on  all 
dispensed  scripts. 

Since  then  Mr  Davies  and  his 
supporters  have  been  pressing 
the  Council  hard.  October  saw  his 
demand  for  a  special  general 
meeting  withdrawn  in  order  for 
Council  to  issue  its  model 
procedure;  Council  also  turned 
down  his  suggestion  to  give  all 
pharmacists  a  chance  to  vote  on 
the  issue,  based  on  a  500- word 
written  debate  between  himself 
and  the  Council. 

Now  Mr  Davies  is  back  in  the 
news  again,  and,  talking  to  him 
this  week,  you  get  the  impression 
that  the  Society's  model 
procedure  has  given  him  even 
more  ammunition  for  his  attack. 

"It  seems  to  me  that  the 
model  procedure  presented  is 
completely  unnecessary,"  he 
says.  "The  Society  suggests  that 
the  vast  majority  of  pharmacists 
will  still  be  doing  a  final  check  on 
completed  prescriptions  before 
they  are  given  to  the  patient.  So  in 
effect  the  model  procedure  is  for 
the  minority." 

Mr  Davies  is  not  convinced  by 
the  Society's  argument  that  the 
exercising  of  increased  powers  of 
delegation  shows  a  greater 
professionalism.  "The  phamiacist 
can  delegate  everything  to  a 
technician  —  or  experienced 
dispenser  —  now.  The  pharmacist 


then  makes  the  final  check  and  is 
made  completely  aware  of  what  is 
going  on. 

"There  is  no  advantage  in 
checking  the  prescription  before 
the  final  check.  And  to  check  a 
prescription  before  it  is  completed 
and  then  not  after  seems  to  me  to 
be  a  relaxation  of  supervision. 

Taking  notice? 

Council's  model  procedure 
appears  to  have  taken  notice  of 
the  disquiet  felt  by  some 
pharmacists  in  the  way  it  is 
worded.  It  repeats,  for  example, 
the  view  that  "pharmacists  will 
want  to  see  most  completed 
dispensed  medicines  before  they 
are  issued".  But  these  words  are 
no  comfort  to  Mr  Davies. 

"Obviously  they  have  tried  to 
get  around  to  our  way  of 
thinking,"  he  says.  "But  why  are 
the  Council  so  eager  to  do  this? 
What  is  in  it  for  pharmacy? 

"There  is  no  benefit  for  the 
patient  as  the  pharmacist  will  not 
be  seeing  the  prescription  before 
it  goes  out.  Yes,  a  pharmacy 
technician  can  happily  dispense  a 
tube  of  Betnovate  cream,  but  I  say 
you  cannot  supervise  from  out  in 
the  shop  after  seeing  a 
prescription  when  it  comes  in. 


The  pharmacist's  responsibility  is 
to  the  patient  and  to  the 
profession." 

Mr  Davies  also  suggests  that 
liis  argument  follows  logically  from 
Council's  written  procedure. 
"Council  is  making  it  mandator,' 
that  Schedule  2  and  Schedule  3 
drugs  must  be  super\'ised  by  the 
pharmacist,  including  a  final 
check.  That  they  are  Controlled 
Drugs  appears  to  make  them 
different  from  ordinary'  POMs, 
but  POMs  can  be  just  as  potent, 
so  if  these  CDs  need  a  final  check, 
then  so  do  POMs.  My  argument 
also  follows  for  GSL  products 
too." 

Mr  Davies  says  he  has 
reluctantly  turned  to  the  special 
general  meeting  option.  "Council 
turned  down  the  vote  on  the 
500-word  debate  idea,  and  an 
SGM  seems  the  only  way  the 
profession  can  tell  the  Council 
which  way  to  go."  He  admits 
however,  that  supervision  could 
become  an  issue  in  the 
forthcoming  Council  elections. 

'Tt's  a  straightforward 
argument  about  when  the 
pharmacist  sees  the  prescription 
to  provide  complete  cover  for  the 
patient",  he  concludes.  But  it's  an 
argument  that  has  some  mileage 
vet. 
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Professional  look 


Ear  piercing  is  profitable  for 
today's  retail  chemist 


More  and  more  people  are  turning 
to  their  chemist  for  ear  piercing. 

The  reason  is  simple  -  confidence. 
It's  a  personal  service  and  most  people 
feel  secure  in  the  hands  of  a 
professional  working  in  a  clinical 
environment. 

Similarly  those  who  know  the 
service  feel  more  confident  with 
the  Inverness  System  which  is 
universally  considered  the  best. 

The  Inverness  System  is  fast, 
comfortable  and.totally  without 
risk,  you  or  anyone  in  your 
pharmacy  can  easily  perform 
the  Service  in  under  5  minutes 
without  any  discomfort  to  the 
customer  whatsoever .  .  .  and 
it's  profitable. 

Fully  Approved 

The  Inverness  System  is  Health 
Authority  approved  as  being  100% 
sterile  before,  during  and  after  the 
piercing.  All  items  that  come  into 
contact  with  the  customer  are 
dispo.sable  so  there  is  no  system 
preparation  necessary  -  it  really  is 
fast  and  convenient. 


Many  chemists  already  find 
offering  the  Inverness  Service  is 
extremely  profitable.  It  costs  very  little 
to  start  up  and  with  piercing  being 
charged  at  up  to  £25  it  is  proving  a 
worthwhile  addition  to  their  business. 

From  now  until  the  beginning  of 
March  we're  making  it  even  more 


profitable  for  you  by  introducing  a 
Start-up  discount  for  pharmacies  and 
a  special  discount  offer  for  our  regular 
customers.  Ring  us  now  or  send  the 
coupon  and  we'll  give  you  all  the 
details. 


Please  send  me  full  details 
Inverness  offer. 


jfthe 


THE  WORLD'S  LEADING  SYSTEM 


i  ^ 


li  ili !! 


EAR  PIERCING 


T(i  Inverness  UK  Ltd.,  21  Broadway, 
Maidenhead,  Berks  SL6  UK. 
Tel:  ((1628)  776217/8 


Name   

Company 
Address  . 


Tel. 


□  n 


ew  Customer 


□ 


Existing  Custiimer 


The  Inverness  System  is  supplied  complete,  no 
training  is  necessar\'  although  full  instructions  are 
provided.  Cuunselling  can  be  provided  if  requested 
Inverness  offer  the  largest  selection  of  fashionable 
piercing  earrings  in  the  retail  price  range  of  i3-£25 
together  with  full  'Point  of  Sale'  support  to  enable 
vou  to  maximise  the  effectiveness  of  your  New  Service. 


i.'H''a:»'invi 


'Yes . . .  but'  on  hospital  pay 

The  ballot  on  the  latest  hospital  pay  offer  closes  on  Thursday.  Last  week  C&D  travelled 
to  St  Thomas'  Hospital,  across  the  river  from  the  Houses  of  Parliament,  to  gauge  grass 
roots  reaction  to  the  offer  and  the  flexible  grading  package 


The  Guild  of  Hospital  Phamiacists 
looks  set  to  vote  "yes"  to  the  pay 
offer  for  1988-89  which  will  see 
increases,  backdated  to  April  1 
last  year,  of  between  7.33  and 
11.11  per  cent  over  April  1987 
levels.  But  there  appears  to  be  a 
degree  of  resignation  that  the 
offer  is  the  best  achievable. 

Members  are  voting  on  one 
salary  scale  —  a  "spine"  of  35 
points  in  £600  steps  from  £9,500 
to  £29,900  —  covering  all  eight 
proposed  grades,  each  of  between 
three  and  eight  points,  with  some 
overlapping. 

If  Guild  members  vote  '  'yes" 
management  teams  will  have  four 
months  to  grade  all  staff,  though 
back  pay  and  assiinilation  onto  the 
new  scale  will  be  through  by  the 
end  of  the  current  financial  year. 

The  man  in  the  middle  at  St. 
Thomas',  district  pharmacy 
manager  Tony  West,  says  the 
personnel  department  at  the 
hospital  has  been  very  helpful. 

'  'They  have  been  through  the 
nurses  clinical  grading  and  are  in 
the  middle  of  the  medical 
laboratory  scientific  officers 
restructuring,  so  their  approach  is 
very  valuable." 

Mr  West  says  he  has  talked  to 
senior  nurses  about  the  problems 
of  the  review.  '  'The  feeling  is  that 
the  nurse  managers  did  a 
reasonably  good  job  and 
recognised  that  some  people 
assigned  to  certain  grades  were 
worth  more,  but  you  can't  grade 
people.  It  is  the  post  that  is  being 
graded.". 

Pharmacy  should  be  a  little 
easier  to  grade,  he  says.  "We 
have  structure  in  each  of  the 
disciplines.  The  difficulty  perhaps 
is  going  to  come  in  getting  equality 
between  the  various 
hierarchies." 

Mr  West  admits  that  proposed 
grade  descriptions  are  very  loose 
—  "openly  interpretable"  is  his 
personnel  department's  view. 


He  doesn't,  however,  think 
problems  of  recruitment  and 
retention  are  going  to  be  solved  by 
the  pay  increase,  if  accepted.  "I 
had  vacancies  in  the  whole 
department  of  17  per  cent  on 
December 31,"  he  says.  "As  well 
as  pharmacists,  inner  London  has 
real  problems  with  pharmacy 
technicians.  Something  needs  to 
be  done  about  their  salaries  and 
career  structure." 

For  the  regrading  exercise 
itself,  consultation  is  a  must.  '  'It's 
vital  that  staff  feel  they  have  an 
opportunity  to  influence  the 
outcome.  And  that  is  certainly 
West  Lambeth  Health  Authority's 
style." 


Tony  West 


Sean  Jones 

Principal  Pharmacist,  Quality  Control 
In  post  two  years. 

"I  expect  a  solid  'yes'  vote, 
given  that  the  alternatives  are 
unacceptable.  But  flexible  grading 
was  meant  to  help  the  top  of  the 
staff  and  principal  grades,  and  it 
appears  they  will  be  the  ones  who 
benefit  the  least. 

If  you  look  at  the  actual 
increases  —  between  7V2  and  11 
per  cent  —  they  are  quite 
reasonable  compared  with  other 
groups.  It's  a  step  in  the  right 
direction  and  I  will  be  voting  for  it 
myself,  though  I  do  have 
misgivings  about  implemention. 

As  for  QC,  at  regional  level 
there  are  a  number  of  grade  V 
principals  and  grade  IV  principals, 
so  the  current  system  has 
worked,  and  I  expect  this  to 
continue. 

On  a  hospital  level,  as 
manufacturing  has  concentrated 
on  specialist  products  there  has 
been  a  trend  for  staff  posts  to  be 
upgraded  to  principal,  particularly 
in  London  where  there  is  a 
problem  recruiting  QC  specialists. 

I  think  regrading  on  a  local 
basis  will  depend  to  a  certain 
extent  on  the  regrading  of  the 
departmental  manager,  which  will 


set  the  level  for  other  senior 
posts.  Without  a  doubt  the  grading 
definitions  are  flexible,  but  if 
financial  constraints  are  applied 
there  will  l)f  difficulties." 


Paul  Forsey 

Principal  Pharmacist,  Support  Services 
including  sterile  and  non-sterile 
manufacturing.  In  post  two  weeks 

"It's  been  generally  accepted  that 
everyone  will  get  at  least  7V2  per 
cent.  I  think  it's  the  best  offer  we 
are  going  to  get. 

I  get  the  feeling  the  Guild  will 
vote  "yes",  but  nobody  knows 
what  sort  of  grade  they  are  going 
to  be. 

People  are  worrying  about  the 
consistency  of  regrading,  but  you 
only  have  to  look  at  the  differences 
between  North  and  South.  One 
reason  why  there  has  been  a  lot  of 
upgrading  down  here  is  to  retain 
staff,  and  that  problem  isn't  going 
to  go  away,  not  with  a  7V2  per  cent 
rise. 

I  don't  think  we  are  going  to 
have  problems  like  the  nurses. 
Pharmacy  is  a  lot  more 
organised." 


Cathy  McKenzie 

Staff  Pharmacist,  Cytotoxics  and  TPN 
In  post  Six  months 

"The  new  grading  system  can't  be 
any  worse  than  the  current 
system,  but  it  will  be  important 
that  the  post  is  given  its  due 
reward,  rather  than  the  person. 


A  few  people  who  have  been  in 
hospital  pharmacy  for  a  long  time 
might  get  upset  with  some 
gradings,  but  I  don't  think  the 
individual  should  make  much 
difference. 

I  think  everybody  is  at  the 
stage  where  they  are  dying  for  a 
pay  rise." 


Rachel  Left 

Staff  Pharmacist,  Clinical  Services 
(includes  staff  training) 
In  post  two  years 

"People  are  rather  worried  about 
how  they  are  going  to  be  graded. 
Obviously  you  hope  you  are 
putting  more  into  the  job  than  the 
grade  is  going  to  be. 

I'm  a  little  worried  for  clinical 
pharmacists.  Administrators  still 
don't  really  know  what  clinical 
pharmacy  is  and  how  it  can 
contribute  to  budgeting.  But  if  the 
pay  increase  goes  ahead  and 
people  are  satisfied  there  should 
be  more  time  for  clinical  training, 
because  recruitment  will  improve. 

A  lot  of  people  are  going  to  be 
looking  at  their  job  descriptions, 
but  it's  the  post  that's  going  to  be 
graded,  not  the  person." 


Steve  Nesbitt 

Basic  Grade  Pharmacist 

In  post  five  months 

"The  offer  is  probably  the  best  we 
are  going  to  get.  The  present 
structure  has  many  drawbacks, 
though  in  London  there  are  more 
opportunities  to  gain  promotion. 
Staff  posts  in  my  home  town  of 
Sunderland  are  hard  to  come  by.  I 
think  the  new  grading  structure 
will  create  more  opportunities. 

The  offer  is  not  as  insulting  as 
some  in  the  past,  though  the  only 
thing  that  puts  salary  at  a 
reasonable  level  is  the  on-call 
system  here.  You  stay  on  top  of 
the  on-call  list  for  three  weeks  and 
get  £1,000  a  year." 
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^^^^ke  up  to  bigger  breakfast 

soles  wim  Mikipa 


Milupa  Breakfasts  are  as  Important  to  you  as  they  are 
to  little  experts,  because  they  account  for  61%  of  chemists  Baby 
Breakfast  sales!* 

Milupa's  Top  3  Breakfasts  are  the  biggest  selling  baby 
breakfasts  on  the  market: 

7  Cereal  Breakfast 
Sunshine  Orange  Breakfast 
Oat  Breakfast  Cereal  with  Apple 
Following  consumer  demand  for  larger  packs,  we've 
launched  a  new  300g  family  size  pack  in  these  most  popular 
varieties  to  complement  the  standard  150g  pack ,  and  are  supporting 


this  launch  with  heavyweight  consumer  press  advertising,  sampling 
andmoney-off  coupons. 

So  keep  in  stock,  display  prominently  and  you  can  reap 
the  benefits  of  bigger  sales  and  profits. 

•Independent  Audit  Data  1988 


milupa 


® 


MilupQ  bobyfoods.  The  one 
taste  little  experts  agree  on. 


;;5i;pr"'"':       Tl'^r  «,n«p« 


See  your  Milupa  representative  or  ring  Milupa  Sales  Department  on  01-573  9966. 
Milupa  Ltd  ,  Milupa  House,  Uxbridge  Road,  Hillingdon,  Middlesex,  UBIO  ONE.  Telephone'  01-573  9966. 


Due  to  circumstances  beyond  our  control  we  were  unable  to  r 
as  advertised.  However,  we  will  be  showing  the  commercial  Sund 

This  new  campaign  is  runni 


special  pharmacy  trade  showing  of  our  new  Strepsils  commercial 
February,  8.50am  on  TV-AM.  It  really  is  worth  getting  up  for.  Again. 
Dnally  on  both  ITV  and  Channel  4. 


INION 


Raising  standards 
Council's  dilemma 

Giving  pharmacists  more  information  about  Council  decision  making  is  one  of  the  Royal  Pharmaceutical  Society's  aims 
as  part  of  its  attempt  to  improve  relations  with  the  membership.  But,  argues  Council  member  Alan  Nathan  from  a 

personal  standpoint,  fuller  reporting  of  Council's  deliberations  will  still  not  fully  explain  all  that  has  to  be  considered  in 
reaching  a  final  decision.  To  illustrate  his  point  he  looks  at  some  of  the  factors  that  had  to  be  borne  in  mind  when 
Council  considered  what  to  do  about  pharmacy  standards  in  the  light  of  a  survey  carried  out  last  year. 


A  package  of  measures  designed  to  provide 
more  informadon  on  the  workings  of  the  Royal 
Pharmaceutical  Society  was  among  proposals 
recently  approved  by  Council  to  improve 
membership  relations.  It  is  hoped  that  more 
information  and  fuller  reporting  will  result  in  a 
better  understanding  of  how  Council  reaches 
its  decisions,  but  it  will  still  not  be  possible  to 
explain  fully  the  complex  interplay  of  all  the 
factors  that  Council  members  have  to  weigh 
up  in  deliberating  on  the  issues  before  them. 
Some  more  light  can,  however,  be  thrown  on 
the  decision-making  process  by  a  "case 
study"  of  an  actual  issue  which  Council  has 
recently  been  considering. 

The  promotion  and  enforcement  of 
professional  standards  in  community 
pharmacies  has  for  a  long  time  been  a  matter 
of  concern,  and  sometimes  of  controversy 
within  the  Society.  By  far  the  greatest  contact 
between  the  public  and  pharmacy  is  made  via 
community  pharmacies,  and  it  is  through  these 
pharmacies  that  the  public  perception  of  the 
entire  profession  is  formed.  Unfortunately, 
while  the  standards  of  many  shops  are  high, 
there  are  some  which  fall  below  an  acceptable 
level  from  both  a  retailing  and  professional 
point  of  view.  So  as  well  as  actually  being  a 
hazard  to  the  public  in  some  cases,  they  also 
create  an  image  which  reflects  discredit, 
unfairly,  on  the  rest  of  the  profession. 

The  Society  has  for  many  years  been 
trying  to  ensure  high  standards  in  pharmacy 
premises,  mainly  through  the  Code  of  Ethics, 
but  there  does  not  seem  to  have  been  any 
determined  effort  to  lay  down  specific  criteria 
and  enforce  them.  For  the  last  20  years  the 
Society  has  been  awaiting  the  implementation 
of  Section  66  of  the  Medicines  Act,  which 
would  give  the  inspectorate  wide  powers  in 
relation  to  premises  standards,  and  Council 
has  been  accused  by  some  of  using  this  as  an 
excuse  for  not  getting  to  grips  with  the 
problem  itself. 

Periodically,  the  Society  carries  out 
surveys  of  pharmacy  standards  via  the 
inspectorate.  The  latest  was  conducted  during 
the  past  year  and  the  results  were  presented 
to  Council  last  October  (1988).  This  confirmed 


RPSGB  Council  member  Alan  Nathan 

what  was  already  widely  suspected,  namely: 
that  a  substantial  minority  of  shops  were  rated 
overall  as  poor;  that  there  was  considerable 
regional  variation  in  standards,  and  that 
standards  varied  depending  on  the  category  of 
ownership  (multiple,  privately  owned 
company,  sole  trader,  pharmacist  or  non- 
pharmacist  owned,  etc). 

The  report  was  presented  to  Council 
which  then  had  to  decide  what,  if  anything, 
should  be  done  as  a  result  of  it.  In  making  its 
decisions  Council  has  to  take  into  account 
many  counterbalancing  factors,  and  at  all  times 
must  bear  in  mind  its  obligations  to:  a)  the 
public  to  provide  a  safe  and  efficient  service; 
and  b)  its  members,  to  promote  and  protect 
their  interests,  and  to  look  to  the  financial 
implications  of  any  measures,  as  it  is  the 
members  who  foot  the  bill.  In  this  case  it  also 
had  to  consider  the  interests  of  the  staff 
involved  (also  members)  who  would  have  to 
enforce  any  policy  decided.  To  give  some  idea 
of  the  complex  choices  which  confront  the 
Council  in  deciding  on  major  policy  issues, 
outlined  below  are  some  of  the  factors  that  had 
to  be  taken  into  consideration  in  this  case, 
although  it  is  by  no  means  a  complete  list. 


Policy  decisions 


IThe  Council's  current  policy  is  to  use 
the  Code  of  Ethics,  while  continuing  to 
press  for  implementation  of  Section  66 
of  the  Medicines  Act,  which  seems 
unlikely  in  the  short  to  medium  term. 
However,  a  Council  working  party  is  currently 
drafting  a  new  Code  which  could  include  more 
strictly  defined  criteria  for  premises  sizes  and 
standards  of  equipment,  hygiene, 
maintenance,  etc;  but  it  may  be  up  to  two 
years  before  its  work  is  completed.  The  first 
choice  before  the  Council,  therefore,  is 
whether  to  wait  for  the  new  Code,  continuing 
until  then  with  its  current  policy,  or  to  take 
immediate  action. 

If  it  decides  on  the  latter,  other  factors 
must  then  be  taken  into  account. 

Part  of  the  ineffectiveness  of  the  current 
procedure  is  that  a  considerable  amount  of 
legally  admissible  evidence  must  be  amassed 
to  convince  the  Statutory  Committee  —  the 
only  body  that  can  apply  disciplinary  sanctions 
—  that  there  is  a  case  to  answer,  and  this  can 
take  two  to  three  years.  Then,  once  a  case  has 
been  referred,  the  action  taken  by  the 
Statutory  Committee  is  often  less  than  that 
which  might  be  merited,  because  its  decision 
is  based  on  the  state  of  the  premises  at  the 
time  of  the  inquiry,  and  not  when  the  complaint 
was  laid.  As  this  interval  can  be  18  months,  the 
pharmacist  concerned  has  the  opportunity  to 
"put  his  house  in  order"  in  the  meantime.  So, 
if  Council  wishes  to  institute  a  new,  tougher, 
policy  immediately  it  would  need  to  ask  the 
Statutory  Committee  to  base  its  judgments  on 
the  inspectors'  original  reports;  to  hear 
standards  cases  as  a  matter  of  urgency  (not 
least  on  the  grounds  of  public  safety);  and  to 
adjourn  any  decision  (except  immediate 
striking  off)  for  at  least  12  months,  to  ensure 
that  any  improvement  is  maintained. 

Council  could  not  compel  the  Statutory 
Committee  to  adopt  these  measures,  because 
it  is  an  autonomous  body.  It  could  only  hope 
that  it  would  react  favourably  to  reasonable 
requests. 

Another  factor  Council  would  have  to  take 
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into  account,  if  it  decided  on  a  touglier 
approach,  would  be  its  possible  effect  on 
membership  relations.  It  recently  decided  to 
introduce  measures  to  improve  the 
inspectors'  image  with  the  membership,  and 
one  of  these  was  that  advance  notice  should  be 
given  of  routine  visits.  The  Law  Department 
feels  this  might  make  raising  pharmacy 
standards  more  difficult,  as  it  would  give 
errant  pharmacists  a  chance  to  gloss  over 
inadequacies  before  an  inspector's  call. 

Council  is  therefore  confronted  with  the 
dilemma  of  whether  to  stand  by  the  decision  to 
give  advance  notice,  or  to  abandon  it  and  risk 
losing  the  goodwill  it  hoped  the  measure  would 
bring.  Council  might,  in  any  case,  stand  to  lose 
goodwill  if  it  decided  to  introduce  the  policy,  as 
it  could  be  seen  as  increasing  the  '  'policing" 
iof  the  membership. 

Enforcement 

2 As  the  standards  survey  was 
conducted  on  a  dozen  or  so  specific 
points,  Council  would  have  to  decide 
whether  all  should  be  acted  upon,  or 
whether  some  should  be  given  priority,  taking 
into  account  the  financial  resources  that  could 
be  made  available  for  the  project.  If  it  decided 
on  a  system  of  priorities  it  would  then  need  to 
decide  on  the  general  approach;  should  it 
concentrate  on  improving  the  professional 
image  that  pharmacies  present,  or  on 
protecting  the  public  interest  from  a  legal  and 
environmental  point  of  view? 


Coming  down  to  details.  Council  would 
need  to  decide ,  in  order  of  importance ,  which 
items  in  the  survey  to  tackle  and,  from  a 
practical  point  of  view,  which  improvements 
would  provide  the  greatest  benefit  in  relation 
to  the  effort  and  resources  put  in.  For 
example,  which  is  more  important  and  easier 
to  enforce:  that  all  pharmacies  have  a 
reasonable  range  of  reference  books,  or  that 
all  dispensaries  reach  an  acceptable  standard 
of  cleanliness?  Would  an  inspector's  time  be 
spent  more  effectively  making  sure  that  the 
area  around  the  medicines  counter  is 
uncluttered  and  professional-looking,  or  that 
old  containers  are  not  re-issued  and  out-of- 
date  stock  is  cleared  out?  And  so  on. 


Finance 


3 Raising  standards  in  pharmacies  costs 
the  Society  (ie  its  members)  money, 
because  the  work  involved  would  take 
inspectors  away  from  other  duties, 
which  would  have  to  be  rescheduled.  Council 
has  to  decide  whether  to  spend  any  money  at 
all,  and  if  so,  how  much  and  where  it  is  going  to 
come  from.  All  options  would  need  to  be 
costed,  and  decisions  then  made  assuming, 
taking  all  the  other  factors  into  account. 

The  most  obvious,  and  most  expensive, 
option  would  be  to  employ  more  inspectors. 
Ajiother,  cheaper,  possibility  would  be  to  take 
on  office-based  personnel  to  provide 
information  and  answer  the  Queries  that 


presently  form  part  of  the  inspectors'  normal 
work;  but  it  would  have  to  be  borne  in  mind 
that  this  might  damage  the  inspectors'  public 
relations  image  by  taking  away  their 
counselling  role.  Alternatively,  inspectors' 
visits  to  agricultural  merchants  and  saddlers 
could  be  transferred  to  the  Society's  Animal 
Medicines  Division. 

There  are  also  ways  of  managmg 
inspectors'  time  whereby  time  could  be  spent 
on  raising  standards  at  little  financial  cost,  but 
these  have  disadvantages  in  other  respects. 
For  example,  routine  calls  on  drug  stores 
could  be  abandoned,  and  only  specific 
complaints  followed  up.  Some  of  the 
inspectors'  less  important  work,  such  as 
responding  to  minor  complaints,  could  be 
given  a  low  pnority.  Premises  known  to  have 
good  standards  and  to  present  no  problems 
could  be  visited  less  often. 

This  "case  study"  has  tried  to 
demonstrate  that  decisions  taken  by  the 
Council  often  depend  on  a  series  of  intricately 
linked  and  difficult  choices.  They  are  always 
approached  with  the  utmost  responsibility, 
and  decisions  are  sometimes  deferred  to  seek 
more  advice  or  information,  or  allow  time  for 
fijrther  consideration.  Given  the  range  and 
bewildering  permutation  of  options,  it  is 
impossible  to  know  with  certainty  if  the  right 
decision  is  being  made.  In  the  end  Council 
members  can  depend  only  on  their  experience 
and  judgement ,  and  trust  that  they  are  acting 
in  the  best  interests  of  the  Society's 
members. 


1 


Ethyl  Alcohol 


(S.V.R.) 

Fermentation  and  synthetic  qualities  both  available  to  British  and  all  well  known  International  Speciricadons  and  Pharmacopoeias. 


James  Burrough  (EA.D)  Ltd. 

356  Kennington  Road.  London  SE11 4LD  Tel:  01  5820232 
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Interests  in 
independents 

I  was  interested  in  a  report  (C&D. 
January  21,  pl09)  in  which 
Macarthys'  new  retail  managing 
director  claimed  independent 
pharmacists  prefer  to  sell  to  his 
company,  because  of  its  interest  in 
"pharmacy".  Macarthys' 
interest  has  for  some  time  been  in 
"pharmacy  ownership"  rather 
than  in  anything  else. 

It  is  surely  more  logical  for  any 
independent  pharmacist 
proprietor  to  sell  to  another 
independent.  Unichem  is 
frequently  able  to  provide  suitable 
buyers  in  these  cases. 
Additionally,  we  can  arrange  the 
finance  to  smooth  the  operation  of 
such  a  business  transfer.  Inquiries 
relating  to  possible  sales  should  be 
directed  to  our  Loans  and 
Guarantees  Department,  which 
will  ensure  a  trouble-free  sale. 

Unichem's  aim  is  to  keep 
independent  pharmacy 
"independent",  not  to  fatten  up  a 
chain  which  already  boasts  of  its 
173  outlets. 


W.H.  Ifsrt 

Marketing  director,  Unichem 


Sourclng  pet 
medicines 

A  letter  from  Douglas  Davidson, 
chairman  of  the  Ag  &  Vet 
committee  and  published  in  C&D 
January  21  referred  to  Vetchem  as 
a  source  of  supply  for  pet 
medicines.  Vetchem  is  an 
association  of  the  eight 
pharmaceutical  wholesalers, 
throughout  the  whole  of  the  UK, 
specialising  in  the  supply  of 
veterinary  medicines  exclusively 
to  pharmacists.  Each  member 
company  is  controlled  by  a 
pharmacist  and  so  fully 
understands  the  needs  of  this 
particular  market. 

Vetchem  and  its  associated 
wholesaler  members  will  be 
launching  an  exciting  new  unique 
promotion  to  pharmacists 
throughout  the  UK  to  coincide 
with  the  RPSGB's  small  animal 
seminar  and  will  be  present  on 
that  day  (February  21).  Pets  will 
indeed  lead  to  extra  new  profits 
and  imminent  "P"  medicine 
development  will  give  pharmacists 
a  leading  edge  in  this  expanding 
market. 

If  you  wish  to  contact  us 
sooner  the  NPA  Information 
Department  wiU  put  you  in  touch 
with  your  nearest  Vetchem 
wholesaler.  Mr  Davidson  was 


right:  National  Pet  Week  (Apnl 
30-May  7)  will  be  an  opportunity 
for  profit.  Perhaps  the  Health 
Minister  has  been  eavesdropping 
on  our  planning  meetings  1 


M.A.  Reynolds. 

Chairman.  Vetchem. 


BPA  pointers 
for  PSNC 

I  am  writing  to  you  in  response  to 
your  editorial  comment  in  C&D 
January  21  1989.  The  following 
are  some  of  the  points  we  would 
like  the  Pharmaceutical  Services 
Negotiating  Committee  to 
consider  and  to  publicise  their 
comments. 

1.  Contractors  should  be  paid  for 
the  collection  of  prescription  tax. 

2.  Contractors  should  not  dispense 
more  than  28  days  supply. 

3.  Any  money  owing  to  the 
contractors  after  28  days  should 
be  paid  with  interest  at  current 
bank  rates. 

4.  Contractors  to  be  ballotted 
secretly  before  any  deal  is  agreed. 

5.  PSNC  should  consider  involving 
the  Trade  Union  Congress  if  it 
believes  that  it  would  be 
outflanked  once  again. 

6.  PSNC  should  use  a  different  PR 
approach.  The  British 
Pharmacists  Association  can  help. 

7.  PSNC  should  publish  a  booklet 
(similar  to  the  one  published 
earlier)  outlining  the  savings  made 
so  far  by  the  contractors;  they 
should  compare  these  figures  with 
those  that  the  Ministry  of 
Agriculture  provide  to  farmers  for 
example,  and  involve  other 
professions. 


Jayanti  Patel 

Secretary,  BPA 


Stretching 
coincidence 

Miall  James  has  discovered  that 
Oxford,  with  a  high  proportion  of 
dispensing  doctors,  has  the 
highest  prescription  item  costs  in 
England  (C&D  January  21 
Letters  ).  Gwynedd,  with  the 
highest  proportion  of  dispensing 
doctors  in  Wales,  has  the  highest 
item  costs  and  the  highest  number 
of  scripts  per  head  in  Wales. 

Coincidence  does  not  stretch 
so  far.  There  is  some  underlying 
mechanism  at  work  here,  some 
way  in  which  the  natural  tendency 
for  dispensing  doctors  to 
maximise  their  profits  by 
prescribing  expensive  drugs 
works  through  into  prescriptions 
written  for  their  prescribing 
patients. 

This  appears  to  be  a  fiiiitful 
field  for  further  research.  Who 
knows,  it  might  throw  light  on  the 
general  tendency  for  prescription 
costs  to  rise  and  for  the  number  of 
prescriptions  per  head  to  also  rise. 
One  can  be  explained  by  inflation, 
but  not  the  other.  This  is  surely  k 
practice  research  work  which 
should  be  done. 


R.  Gartside 

Llanberis 


Reacting  to 
loss  of  cost 
plus 

It  is  most  interesting  to  observe 
the  reactions  of  the  various  groups 
within  pharmacy  to  the  unilateral 
abandonment  of  the  cost-plus 
contract  by  the  Government. 


Pharmacist  Sharon  Redgate  from  Burrows  &  Close  Pharmacy, 
Carlton,  Nottingham,  is  the  first  prize  winner  in  a  Nurofen  '  'Profit 
from  display"  prize  draw  organised  by  Crookes  Healthcare.  She 
receives  her  cheque  for  £500 from  Mike  Thompson,  Nurofen  territory 
manager,  and  marketing  assistant  Amanda  Wright.  A  further  15 
winners  are  to  be  drawn  in  February  and  each  will  receive  £500,  say 
Crookes 
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The  British  Pharmacists 
Association,  with  the  benefit  of 
hindsight,  has  not  been  slow  to 
claim  foresight  —  as  if  the 
establishment  of  the  new  contract 
■  somehow  meant  the  inevitable 
demise  of  the  cost-plus  system  of 
remuneration. 

More  worrying  is  the  sharp 
exchange  of  words  between 
officials  of  the  PGC  and  the  PSNC. 
It  seems  to  me  that 
apportionment  of  blame  for  the 
loss  of  the  cost-plus  system  is  not 
particularly  relevant  in  the  current 
situation,  and  simply  presents  an 
added,  unforeseen  bonus  to  the 
negotiators  on  the  Government 
side,  who  could  hardly  have 
expected  that  their  high-handed 
and  totally  unnecessary  action 
could  have  caused  the  negotiating 
bodies  within  pharmacy  to  begin 
squabbling  with  each  other. 

The  relationship  between  the 
PGC  and  the  PSNC,  which 
depends  on  mutual  respect,  has 
been  carefully  nurtured  by  both 
sides  over  the  past  few  years,  and 
the  advantages  of  close  co- 
operation between  the  two 
bodies,  both  of  whom  inevitably 
have  very  similar  goals  are,  I 
should  have  thought,  obvious  to 
everyone. 

Given  a  situation  where  the 
Government  has  abandoned  the 
cost-plus  system  of  remuneration 
on  the  quite  ludicrous  ground  of 
"improving  efficiency",  yet 
retained  a  cost-plus  based  system 
for  establishing  the  purchase 
prices  of  drugs  —  a  system  which 
mitigates  against  increasing 
efficiency  —  it  is  important  that 
our  negotiating  bodies  act 
positively  to  prevent  any  further 
unilateral  and  illogical  decisions  by 
the  Health  Departments,  which 
could  have  a  seriously  detrimental 
effect,  particularly  upon  smaller 
pharmacies. 

It  may  be  that  we  have  been 
temporarily  outmanoeuvered  in 
public  relations  and  in 
parliamentary  terms  by  the  careful 
timing  of  the  Government  in 
introducing  this  measure,  but  it 
will  not  always  be  so,  and  we  must 
be  ready  to  seize  the  initiative  to 
prevent  any  further  deterioration 
of  our  position. 


Ian  Mullen 

Falkirk 


Calling  all 
diagnosticians 

I  am  a  final  year  pharmacy  student 
studying  at  the  Queen's 
University  of  Belfast.  At  present 
I  am  working  on  my  final  year 
project  which  is  entitled; 
"Diagnostic  testing  in  community 
practice".   This  involves  an 


investigation  into  the  various 
diagnostic  services  which  are  now 
available  to  the  general  public  from 
the  community  pharmacy. 

Such  services  include: 
cholesterol,  blood  pressure,  and 
theophylline  monitoring, 
pregnancy  and  urine  testing. 

I  would  be  most  grateful  if 
pharmacists  who  carry  out  such 
services  could  assist  me  with  my 
investigation. 

I  am  especially  interested  in: 
types  of  equipment  used,  the 
attitude  of  the  pharmacist  to  the 
service,  the  response  of  the  public 
and  in  the  case  of  cholesterol, 
blood  pressure  and  theophylline 
monitoring,  an  indication  of 
"problem  cases"  detected. 

Theophylline  monitoring  is 
relatively  new  to  community 
practice  and  information  on  this 
service  would  be  valuable  to  the 
study.  I  look  forward  to  hearing 
from  your  readers  c/o 
Department  of  Pharmacy,  The 
Queen's  University  of  Belfast,  97 
Lisburn  Road,  Belfast  BT9  7BL. 


Anne-Marie  McCusker 

Belfast 


Market  bite 

As  manufacturers  of  Sensodyne 
toothpaste  we  found  the  editorial 
on  Dentrex  Sensitive  Teeth 
Formula  (Cc&Z)  January  14,  p48) 
misleading. 

Firstly,  Dentrex  was  launched 
in  January  1988  as  the  article  said. 
It  went  on  to  state  that  Dentrex 
had  achieved  a  7.3  per  cent 
market  share.  The  latest  data 
available  to  us  shows  that  the 
product  has  gained  nothing  like 
this  share  level  of  the  total 
toothpaste  market  or  sensitivity 
sector.  In  fact,  retail  figures  for 
September/October  1988  show 
that  Dentrex  only  has  a  1.2  per 
cent  sterling  share  of  this  sector  in 
chemist  and  drug  outlets,  which 
equates  to  a  0.2  per  cent  sterling 
share  of  the  total  toothpaste 
market  in  these  outlets. 

Sensodyne  toothpaste  has  an 
83.9  per  cent  sterling  share  of  the 
sensitivity  market  in  chemist  and 
drug  outlets  and  a  12.1  per  cent 
sterling  share  of  the  total 
toothpaste  market  in  those 
outlets,  and  is  continuing  to  show 
growth  well  above  the  rate  of  the 
total  toothpaste  market. 

We  expect  continued  strong 
growth  in  1989  as  a  result  of  the 
record  £3. 5m  television  campaign 
and  continued  promotional  activity 
to  the  dental  profession  including 
the  distribution  of  over  4  million 
samples,  to  encourage  new  users. 


Jim  Rigby 

Marketing  manager.  Stafford- 
Miller. 


Slim  with 
Which? 


Which?  wants  any  products  that 
"supposedly  affect  ability  to  lose 
weight  to  be  treated  as 
medicines",  so  that 
manufacturers  would  have  to 
prove  that  their  products  worked. 
The  magazine  says  that  many 
"slimming"  products  do  not  work 
—  and  some  actually  do  harm. 

Penalties  for  products  which 
do  not  live  up  to  their  claims 
should  be  as  tough  as  possible 
under  existing  legislation,  says  the 
magazine. 

Which?  says  that  appetite 
suppressants  which  contain 
bulking  agents  could  impede  the 
absorption  of  minerals  and  gum- 
based  products  could  swell  in  the 
gullet,  causing  breathing 
difficulties. 

Amino  acid  tablets  claiming  to 
promote  the  secretion  of  growth 


hormone  and  food  supplements 
with  names  suggesting  they  help 
weight  loss  are  said  to  be 
"rubbish"  and  a  waste  of  money, 
according  to  Which?. 

In  their  review  of  the  various 
types  of  products  Which?  says 
very  low  calorie  diets  giving  600 
calories  a  day  should  only  be  used 
by  those  grossly  over-weight,  and 
then  for  not  more  than  a  month  at 
a  time. 

Meal  replacements  are  said  to 
be  useful  for  those  that  do  not 
have  time  to  count  the  calories, 
but  not  good  for  changing  eating 
habits.  Low-fat  and  low-calorie 
products  are  viewed  with 
suspicion  by  Which?  ,  in  that 
product  labels  can  be  misleading. 

Calorie-counted  meals  in  a  box 
are  seen  as  helpful  and 
convenient,  but  expensive. 
Appetite  suppressants,  bulking 
agents  and  herbal  remedies  are 
seen  by  Which?  to  be  frequently 
ineffective  and  in  some  cases  quite 
dangerous.  Which?  magazine  is 
published  by  the  Consumers 
Association. 


No  smoking 

The  Government  hopes  to  halve 
regular  smoking  in  the  11  to  15 
year  old  age  group  with  a  five  year 
campaign  costing  £llm. 

Welcoming  the  announce- 
ment. Health  Minister  David 
Mellor  said  '  'the  campaign  is  vital 
if  we  are  to  stem  the  flow  of  new 
recruits  to  a  habit  that  kills  nearly 
300  people  a  day  in  Britain. ' '  The 
aim  is  to  cut  regular  smoking 
among  lltol5  year  olds  fromlO 
per  cent  to  5  per  cent  by  1993. 

School  programmes  and  media 
campaigns  is  expected  to  start 
later  this  year. 

Pharmacists  should  be 
receiving  copies  of  "countdown 
calendar"  leaflets  as  part  of  the 
campaign  and  the  build-up  to 
National  No  Smoking  Day  on 
March  8.  Further  supplies  are 
available  (suggested  donation  of 
£2  per  100)  from  National  No 
Smoking  Day,  Dept  No  8, 
Winterhill,  Milton  Keynes  MK6 
IHQ. 


Latest  CSM 
warnings 

The  Committee  on  Safety  of 
Medicines  says  it  has  received 
seven  reports  of  a  suspected 
association  between  a  rash  and  an 
allergic  lung  disorder  in  patients 
taking  fenbufen. 

All  cases  developed  a 
widespread  rash,  in  four  cases 
within  two  weeks  of  starting 
treatment,  that  heralded  a  more 
generalised  illness  comprising 
cough,  fever,  malaise  and 
breathlessness  requiring  hospital 
admission,  reports  the  CSM's 
latest  Current  Problems.  All 
patients  recovereci  within  four  to 
six  weeks  of  stopping  the  drug. 

The  CSM  has  received  53 
reports  of  urinary  retention  or 
symptoms  of  hesitancy  with 
nefopam.  It  says  nefopam  should 
be  used  with  caution  in  the  elderly, 
patients  with  urinan,'  retention,  or 
with  other  anticholinergic  drugs. 


HIGH  QUALITY  (JRADI  ATED 
COMPRESSION 

HOSIERY  EOR  E.P.IO  PRESCRIITIONS. 

Sc'Wn  in  labels  sh<>>\liifi  wiishlnj;  instriictioiis,  class  and 
size  make  repeal  preseriplions  eas>  . 

COMPRKS.SION  C  l.ASSKS  1.  2  and  3  IN  AI  L 
SIZES  RKAI)II.\  AVAII.ABLK.  OPEN  lOE 

nF:si<;N  in  c  easses  2  and  3 

through  I  NICHKM,  C  RKDFNUILI.  and  other  wholesalers. 
ALL  DHOMKIJ  C  LASS  2  OPEN  TOE  SLOC  KINGS 

NOW  av  ailable  from  loc  al  LNICHKM 

BRANt  HES  (subject  to  I  nichem  Medical  Profit  Share). 

Medi  U.K.  Ltd.,  Fields  Yard,  Plough  Lane, 
HEREFORD  HR4  OEL.  Tel:  0432  51682 
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BUSIiSSNEWS 


Harris  buy 
signals  retail 


move 


Philip  Harris  Holdings,  the 
Birmingham-based  wholesaler, 
are  moving  into  retail  pharmacy 
with  the  £642,000  cash  purchase 
of  two  Cheltenham  chemists. 

David  Linney,  managing 
director  of  Philip  Harris  Medical 
Ltd,  says  the  acquisition  of 
Leckhapton  and  Prestbury 
pharmacies  represents  the  first 
stage  of  the  company's  plan  to 
expand  within  50  miles  of  their 
wholesaling  base  in  Birmingham. 
The  pharmacies  will  retain  their 
names  and  appearance  and  go 
under  a  Harris  banner. 

Mr  Linney  said  that  the 
company  is  "looking  to  expand 
further  in  sound,  well  established 
areas,  like  county  towns,  and  in 
shops  where  there  is  a  second 
floor  or  spare  rooms".  Such 
shops  will  enable  Harris  to  add 
medical  testing  services  to  the 
pharmacy. 

Whether  this  product  mix  is 
introduced  in  the  pharmacies 
Harris  plan  to  acquire  depends  on 
liaison  with  GPs  and  the  local 
community  to  see  if  such  services 
would  be  welcomed.  Further 
acquisitions  can  be  expected  in 
weeks  rather  than  months. 


Blolife  look 
to  pharmacy 

Biolife  have  acquired  the 
Yorkshire-based  Vitas  Health 
Products  for  £200,000. 

Martin  Frost,  company 
spokesman  for  the  Scottish-based 
natural  health  products  group, 
says  Vitas  have  a  turnover  of 
£1.2m  and  they  will  use  the 
company's  range  of  effervescent 
dietary  supplements  to  break  into 
the  pharmacy  market. 

Biolife 's  sales  now  come 
largely  from  health  food  stores, 
Mr  Frost  said,  but  they  also  plan 
to  market  their  Nacin  health  food 
products  to  pharmacies. 


No  surprise  for 
Lawson  with  Budget 
demands 


Chancellor  of  the  Exchequer  Nigel  , 
Lawson  received  a  letter  from  the 
National  Pharmaceutical 
Association  this  week  advising 
him  of  what  Budget  measures  he 
could  take  to  help  pharmacy. 

The  bulk  of  the  proposals  have 
been  submitted  before,  in  1988 
and  1987.  Tim  Astill,  NPA 
director,  told  C&D  that:  "We 
think  of  the  exercise  as  a  drip  on  a 
stone.  The  points  we  put  forward 
are  not  that  fundamental  but  our 
proposals  are  points  of  detail,  all  of 
which  we  think  are  justified. 

Mr  Astill  said  that  other 
organisations  are  asking  the 
Chancellor  to  take  similar  action, 
like  tax  relief  for  new  business  to 
help  them  get  started.  "The 
Chancellor  is  snowed  under  but  if 
we  keep  asking  we  may  benefit. ' ' 
The  NPA  has  called  for: 

■  Retail  buildings  allowance, 
giving  capital  tax  breaks  of  4  per 
cent  on  retail  pharmacies. 

■  Less  tax  on  retained  earnings, 
a  measure  to  help  small 
businesses  grow. 

■  PUD,  the  threshold  for 
"higher  paid' '  employees  should 
be  increased  to  a  realistic  level  of 


£15,000  per  annum. 

■  Capital  gains,  the  double 
charge  arising  when  pharmacists 
sell  their  family  companies. 

■  VAT,  no  change  to  zero  rating 
on  children's  clothing. 

■  Health  insurance,  to  cover  the 
problem  of  pharmacists  becoming 
ill,  with  tax  breaks  on  going 
private  to  get  a  speedy  return  to 
the  pharmacy. 

There  are  a  number  of  other 
points  put  by  the  NPA,  such  as 
Luncheon  Vouchers  for  small 
retailers,  but  Mr  Astill  said  that 
tax  on  retained  earnings  was 
probably  the  most  important.  '  'If 
the  Chancellor  does  see  fit  on 
March  14 ,  to  reduce  tax  on  profits 
retained  for  growth  and  expansion 
then  it  would  be  a  very  firm  step 
forward,"  Mr  Astill  said. 
□  The  Retail  Consortium  has 
also  just  submitted  its  proposals  to 
the  Chancellor.  These  include  the 
reduction  in  corporation  tax  from 
35  per  cent  to  25  per  cent  and 
stresses  the  need  for  "value  for 
money"  from  rates  and  public 
utility  charges.  The  Consortium 
urges  that  these  charges  be  kept 
"at  the  lowest  possible  level' ' . 


Boots  cleared 
to  refit 

Boots'  acquisition  of  Underwoods 
is  not  being  referred  to  the 
Monopolies  and  Mergers 
Commission  and  the  purchase  of 
the  London-based  pharmacy 
group  is  now  unconditional. 

The  deal  —  first  announced  in 
December  —  was  cleared  this 
week,  by  the  Office  of  Fair 
Trading.  Boots  say  the  refitting 
programme  will  begin  in  late 
February  and  that  at  least  30 
stores  will  have  been  completed 
within  11  weeks. 


The  refits  will  involve  new 
Boots'  facias  in  the  health  and 
beauty  format  as  well  as  a  total 
change  of  the  interior  in  the  Boots' 
style,  with  an  inventory 
appropriate  to  their  location. 

Several  stores  are  to  be 
equipped  with  photo  mini-labs. 

Pharmadass  have  moved  to  new 
warehouse  premises  at  284A 
Water  Road,  Wembley, 
Middlesex  HAO  IHX  (Tel:  01-991 
0035,  fax:  01-997  3490,  telex: 
8956652  KWISSA-G). 
Regina  Health  and  Beauty  Products  have 
acquired  their  agent  in  Eire,  Irish 
Health  and  Beauty  products.  The 
payment  was  £250,000  cash  to  be 
paid  over  the  next  two  years, 
according  to  The  Financial  Times. 


PATA 

maintains 
prices 

The  Proprietary  Articles  Trade 
Association  (PATA)  reports  that 
a  total  of  248  cases  of  price-cutting 
were  brought  to  its  attention 
during  1988  —  eight  cases  fewer 
than  in  the  previous  year. 

Action  taken  resulted  in  110 
assurances  that  the  incorrect 
prices  would  be  adjusted  and 
manufacturers  received  a  further 
44  assurances  from  traders.  One 
trader  closed  down  and  four 
complaints  were  found  not  to  be 
justified. 

Undertakings  from  11  traders 
involving  19  complaints  were 
obtained  by  the  Association's 
solicitors  on  behalf  of 
manufacturers.  It  was  assumed 
that  22  traders  had  ceased  price- 
cutting. 

Mr  Gerry  Harraway, 
secretary  of  the  Association, 
reported  that  71  pharmacies  were 
visited  during  the  year  to  discuss 
PATA's  work  and  aims. 

The  following  were  elected  at 
the  January  council  meeting:  Mike 
Thornton,  current  chairman  of  the 
National  Pharmaceutical 
Association,  was  elected 
president  and  the  following  were 
elected  as  vice-presidents:  Mr.  S. 
Heron  of  Smith  Kline  &  French 
Ltd  (manufacturers'  section),  Mr. 
D.P.  Mulholland  of  Graham 
Tatford  &  Co  Ltd  (wholesale 
section),  and  Mr  E.J.  Brown 
(retail  section).  Mr.  L.J.  Godfrey 
was  re-elected  treasurer  and  Mr 
Gerry  Harraway  was  appointed  a 
director  from  January  30. 

British  drug  delivery  specialists  Cortecs 
have  signed  an  agreement  with 
the  US  pharmaceutical  company , 
Rorer  to  produce  an  oral  form  of ; 
calcitonin.  Calcitonin,  used  in  the  j 
treatment  of  metabolic  disorders  i 
including  postmenopausal ! 
osteoporosis  and  Paget 's  dsease,  ^ 
has  to  be  given  by  subcutaneous  j 
or  intramuscular  injection,  often) 
long  term.  Cortecs  are  to  develop ; 
calcitonin  in  their  Macromol  i 
system  which  allows  oral  delivery  i 
of  large  drug  molecules.  i 
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Statim  Finance,  a  division  o)  AHH  Pharmaceuticals,  last  week 
announced  their  400th  loan.  It  has  gone  to  help  finance  the  purchase 
of  the  Asdale  Pharmacy  in  Uppingham,  Leicestershire.  Mike 
Johnstone  (left),  new  owner  of  the  pharmacy,  shook  on  the  deal  with 
Allan  Orme  of  Statim 


Willington  to  re-organise 


COMING  EVENTS 


Macarthy-owned  Willington 
I  Medicals  Ltd  are  to  close  three 
idepots  in   their  veterinary 
!  distribution  business  as  part  of  the 
j company's  re-organisation  plans. 
!     David   White,  managing 
j  director  of  the  veterinary  services 
division,  says  the  closure  of 
Shrewsbury,   Whitefield  and 
Derby  is  because  of  a  new  40,000 
sq  ft  depot  in  Stoke,  equipped  with 
new  technology,  will  strengthen 
their  branch  support. 

The  southern  regions  will  now 


Supermarket  chains  are  likely  to 
win  market  share  from 
pharmacies  at  a  slower  rate, 
according  to  Verdict  research. 

Verdict's  latest  report  on 
grocers  and  supermarkets, 
published  this  week,  says  factors 
such  as  location  mean  they  have 
gone  as  far  as  they  can  for  the 
moment. 

Verdict  note  that  with  one- 
third  of  the  population  still  without 
cars,  local  independents  are 
convenient,  accessible  and  likely 


Two-thirds  of  consumers  want 
shops  to  open  on  Sundays, 
according  to  a  poll  published  last 
week  by  the  National  Consumer 
ICouncil. 

j  MORI  interviewed  1,780 
ladults  for  the  NCC  and  asked 
consumers,  whether  they  thought 
the  law  should  be  changed  to  allow 
more  shops  to  open  on  Sundays, 
or  not. 

The  NCC  says  the  results 
show  "consistent  public  opinion  in 


be  serviced  solely  from  Bnstol  and 
the  branch  at  Dunmow,  following 
last  year's  closure  of  the  Reading 
depot. 

He  said  the  company  is 
currently  finalising  the  timetable  of 
closures  so  no  exact  dates  can  be 
given.  But  there  will  be  "business 
as  usual"  through  to  the  transfer, 
he  said. 

□  Willington  said  this  week  that 
Mr  P.O.  Aston  has  left  the 
company  by  mutual  consent  and 
no  longer  represents  them. 


to  retain  a  significant  volume  of 
business.  The  report  says  that 
there  is  not  enough  market 
growth  to  be  shared  between  the 
top  five  retailers  —  with  Gateway 
as  the  most  vulnerable. 

The  market  share  that  big 
chains  have  taken  from 
pharmacies  is  given  as  one  of  the 
reasons  why  the  sector  has  done 
well  in  recent  years,  swapping  car 
care  products,  washing  machines 
and  televisions  for  toiletries  and 
medicines. 


favour  of  change".  Of  those 
interviewed,  63  per  cent  said  the 
laws  should  be  changed  while  32 
per  cent  said  they  should  not, 
while  59  per  cent  favoured 
opening  between  noon  and  6pm 
for  most  shops. 

Lord  Boyd-Carpenter,  a 
.  prominent  Conservative  peer  and 
leading  advocate  for  the  reform  of 
Sunday  trading  laws,  is  to  open  a 
debate  on  the  issue  in  the  Lords 
on  February  8. 


Sterling  road 
show 

Sterling  Health  are  planning  to  run 
a  further  ten  "Educare 
Roadshows"  for  pharmacists  and 
their  assistants  this  year.  The 
dates  have  yet  to  be  finalised  but 
venues  will  include  Croydon, 
Sheffield,  Bristol,  Southampton, 
Leeds/Bradford,  Liverpool, 
Edinburgh,  Birmingham,  North 
London,  Aberdeen  and 
Newcastle.  The  format  will  be 
training  on  pain  and  analgesics 
followed  by  an  overview  of 
company  products,  with  a  quiz  and 
buffet. 


Last  call 

Numark  have  just  a  few  places  left 
on  their  five-day,  1989 
Convention  in  Luxembourg 
beginning  on  March  29  (see  C&D 
October  15,  1988,  p695).  The 
cost  is  £385  for  flight,  hotel, 
excursions  and  conference. 
Details  from  ICML  (tel  0985 
215555). 


PSNI  dinner 

The  President's  dinner  of  the 
Pharmaceutical  Society  of 
Northern  Ireland  is  to  be  held  at 
the  Culloden  Hotel,  Craigavan,  co 
Down  on  March  8,  at  8pm  for 
8.30pm.  The  cost  is  £15  and 
entertainment  will  be  provided. 
Tickets  from  the  secretary, 
PSNI,  73  University  Street, 
Belfast  BT7  1HL. 


Pet  course 

A  seminar  on  pharmacists' 
involvement  with  the  supply  of 
medicines  for  domestic  ammals  is 
being  held  by  the  Society's  Ag  and 
Vet  group  at  the  Society's 
headquarters,  on  February  21  at 
10.30am.  Cost  £15.  Details  from 
Bruce  Rhodes  (tel:  01-735  9141). 


Monday,  February  6 

East  Metropolitan  Branch,  RPSGB.  Churchill 
Room,  Wanstead  Library,  Spratt  Hall 
Road,  Ell  at  Spin  (refreshments  from 
7.30pm).  An  evaluation  of  plastic 
surgery  in  reconstruction  and 
cosmetic  surgery.  Speaker,  Mr 
D.C.Herbert  PRCS. 
Sefton  Branch  RPSGB.  Postgraduate 
Medical  Centre,  Ormskirk  General 
Infirmary  at  7.30pm.  "Update  on 
anaesthesia"  by  Dr  J.  Fnend. 
Stockport  Branch  RPSGB.  Postgraduate 
.Medical  Centre,  Stepping  Hill  Hospital 
at  8pm.  "Schizophrenia"  by  Mr 
Leatherbarrow.  Buffet  will  be 
provided. 

Tuesday,  February  7 

South  East  Metropolitan  Branch,  RPSGB.  At 

the  Nevin  Lecture  Theatre,  St 
Thomas'  Hospital.  Refreshments  from 
7.30pm.  "Tissue  plasminogen 
activator." 

Yorlishire  region  two,  Mansion  Hotel, 
Mansion  Lane,  Roundhay,  Leeds  at 
8pm.  4th  NPA  regional  dinner. 
Speaker  Mr  T.  Astill,  director  NPA. 

Wednesday,  Februrary  S 

Northern  Scottish  Branch,  RPSGB.  Golf  View 

Hotel,  Nairn  at  7.45pm.  "Product 

liability"  by  Mr  T.  Astill. 

Wembley  Branch,  RPSGB.  Conference 

Room  2,  North  wick  Park  Hospital 

7.30pm,   buffet   supper.  "British 

poisonous  plants  and  the  hazard  they 

present"  by  Miss  M.H.  Hansen. 

Thursday,  February  9 

Glasgow  Branch  RPSGB.  Walton  Suite, 
Southern  General  Hospital,  Glasgow. 
"The  Todd  Lecture  —  education  for  a 
changing  world . "  by  Dr  James  Chilton. 
Wirral  Branch,  RPSGB.  Wirral  Postgraduate 
Medical  Centre,  Clatterbridge 
Hospital  at  8pm.  Joint  meeting  with 
Wirral  vets. 

Friday,  February  10 

Stirling  Branch,  RPSGB.  Terraces  Hotel, 
Stirling,  annual  dinner.  Talk  by  Mr 
I.M.  CaldweU. 

ADVANCE  INFORMATION 

Nottingham  University  pharmacy  reunion 

for  those  who  graduated  between 
July  1962  and  1966.  Rutland  HaD, 
Nottingham  L'raversity,  April  15. 
3.30-5pm  visit  to  new  pharmacy 
department.  Dinner  in  evemng 
£10.10.  Bed  and  breakfast 
£11.79.  Details  from  Mrs  Anne 
Woolhouse  (tel;  01-654  7031). 
British  Society  for  the  History  of  Pharmacy, 
joint  meeting  with  the  RPSGB,  at  1 
Lambeth  High  Street,  SEl,  on 
February  15.  at  7pm.  "Sir  John  Pnngle 
and  the  apothecaries"  by  Mr  Charles 
Gordon. 


Supermarkets  gain  from 
pharmacies  peaking? 


Public  'want  change'  on 
Sunday,  says  survey 
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SSTED 


NORTHERN  REGIONAL 
SALES  MANAGER 

Oral  B  Laboratories  is  a  leading  and  innovative  company  in  the  oral  health  care  market,  well 
known  and  respected  in  both  the  professional  and  consumer  fields  for  the  Oral  B  brand. 

To  sustain  our  success  we  require  an  enterprising  NORTHERN  REGIONAL  SALES 
MANAGER.  Reporting  to  the  National  Sales  Manager  you  will  develop  our  regional 
business  and  manage  the  salesforce.  You  will  be  responsible  for  the  regional  key  accounts 
and  for  running  a  programme  of  lectures  to  the  Dental  Schools  in  the  region. 

You  will  possess  excellent  communication  and  presentation  skills,  be  aged  25-35  and  have  at 
least  two  years  ales  line-management  experience.  Full  product  training  will  be  provided. 

If  you  can  achieve  in  this  rapidly  developing  sector  of  our  business,  then  rewards  will  be 
excellent.  We  offer  a  substantial  basic  salary,  performance  related  bonus,  quality  company 
car,  expenses  and  other  benefits  associated  with  a  company  of  this  standing. 

Applicants  should  write  in  confidence  with  full  career  and  personal  details  to: 

L  J  Warner,  National  Sales  Manager 
ORAL  B  LABORATORIES  LTD 
GATEHOUSE  ROAD,  AYLESBURY,  BUCKS  HP19  3ED. 


Oral-B 


The  world's  first  name  in  Oral  Care 


AGENTS 


HIGH  COMMISSION 
FOR  MOTIVATED 
AGENTS 

Required  for  Sunglass  season  — 

February  to  May  inclusive. 
Areas:  South/South  West,  West 

Midlands/Wales 
Well  known  distributor  offering 
highly  advertised  range.  Apply 
immediately. 

Telephone:  0634  20 1 284 


BARNET  HEALTH  AUTHORITY 
MENTAL  HEALTH  UNIT 
NAPSBURY  HOSPITAL 

PHARMACY  TECHNICIAN 

Part  time  up  to  20  hours  per  week 

Salary:  £6,059-£7, 720  p. a.  pro  rata  inclusive  of  London 
Weighting 

A  vacancy  has  arisen  to  join  a  small  team  in  the 

Pharmaceutical  Department  at  Napsbury  Hospital. 

The  successful  applicant  will  be  involved  with  dispensing  and 

computerised  issues  to  wards,  and  associated  day  to  day 

activities  including  supervision  of  ancillary  staff 

The  applicant  should  possess  B.T.E.C.  or  equivalent 

dispensing  qualifications. 

Other  candidates  with  appropriate  experience  would  be  given 
consideration. 

For  further  information  please  contact: 

Mr.  M.  Green  -  Principal  Pharmacist  or  his  deputy  Mrs.  K. 

Gandecha  on  Ext  261 . 

Application  forms  and  job  description  contact  Personnel  Dept. 
London  Colney. 

Tel:  St  Albans  23333.  Ext:  234/382 
Closing  date:  17th  February  1989. 
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AAH  PHARMACEUTICALS  LTD 


A  MEMBER  COMPANY  OF  AAH  HOLDINGS  pic 


STAFF  VACANCY 

LINK  REPRESENTATIVE 

LINK  is  the  premier  In-Pharmacy  computer  system  in  the  UK  marketplace 
today.  The  system  provides  the  pharmacist  with  a  total  management 
information  package,  together  with  the  facility  to  label  medicines  and  order 
products  electronically  from  the  local  AAH  wholesaler. 

Due  to  the  combined  success  of  LINK  and  the  need  to  increase  the  overall  size 
of  this  specialist  sales  team  we  are  looking  to  appoint  three  additional 
salespersons.  Accordingly  we  are  looking  for  people,  who  can  display  good 
inter-personal  skills  and  are  perhaps  finding  that  their  current  position  within 
pharmacy  is  limiting  their  expressive  and  enthusiastic  personalities. 

Ideally  you  should  have  a  good  knowledge  of  pharmacy  practice  and  in- 
pharmacy  computing  and  be  able  to  influence  and  guide  people,  in  a  logical 
and  concise  manner  on  a  specific  subject. 

Age  and  previous  computer  sales  experience  will  not  be  a  barrier  to  the  right 
candidate  because  we  are  looking  more  for  someone  who  has  the  ability  to 
absorb  information  and  respond  to  AAH's  comprehensive  training  initiative. 

There  is  an  attractive  package  that  goes  together  with  being  employed  by  a 
"blue-chip"  company. 

If  you  are  interested  in  the  positions  being  offered  by  our  company  the  ideal 
locations  for  the  areas  that  need  to  be  covered  are:— 

1 .  Bristol 

covering  —  Bristol,  Gloucester,  Cardiff,  Newport  and  districts. 

2.  Birmingham 

covering  —  Shrewsbury,  Coventry,  Birmingham,  Nottingham  and 
Leicester. 

3.  Sheffield,  Leeds  or  Gateshead 

covering  —  Sheffield,  Leeds,  Tyne  and  Wear  and  districts. 


For  further  information  send  your  CV  to:— 
MRP.H.BENTLEY 
SALES  MANAGER 
AHH  PHARMACEUTICALS  LIMITED 
WEST  LANE 
RUNCORN 
CHESHIREWA72PE. 
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APPOINTMENTS 


SALES 
REPRESENTATIVE 

East  Angli a/North  East  London 

Kerfoot  Pharmaceuticals  ...  a  'traditional'  name  which  is 
synonymous  with  the  highest  standards  of  product  quality  and 
sen-ice.  Operating  in  fiercely  competitive  markets,  we  are 
continually  developing  our  range  of  generic  and  OTC  products. 

There  is  considerable  business  potential  to  be  developed  in  this 
area  .  .  .  your  challenge  will  be  to  seek  out  and  identify  sales 
opportunties  through  personal  contact  with  retail  pharmacists 
and  wholesalers,  and  to  turn  these  into  profitable  orders.  You 
will  report  to  our  Southern  Regional  Manager  and  will  also  have 
strong  support  and  guidance  from  our  head  office  sales  team, 
but  the  sales  impetus  and  its  success  will  be  down  to  you. 

Aged  25  to  40  with  a  good  standard  of  education,  you  should 
be  a  well  trained  and  skilful  sales  negotiator  with  relevant  and 
succcessful  expenence,  selling  generic  or  OTC  products  ideally 
to  retail  pharmacists.  You  must  be  energetic,  resourceful  and 
committed  to  achieving  early  success. 

There  IS  an  attractive  basic  salary  and  commission,  with  further 
incentives  for  the  'high  achiever'.  Comprehensive  benefits 
include  a  company  car,  pension  scheme  and  medical  and  life 
insurance. 

Please  write  for  an  application  form  or  send  full  cv 
with  salary  details  to: —  Mr  C  Ogden,  Personnel 
Mana>»er,  'Thomas  Kerfoot  &  Co  Limited,  Vale  of 
Bardsley,  Ashton-under-I^yne,  Lancashire  OL7  9RR 
or  telephone  061  330  4531, 


Kerfoot 

Pharmaceuticals 


LABELLING  SYSTEMS 


John  Richardion 
Compuicn  Ud 


In  Pharmacy  Labelling 
■  In  Auto-Order  Stock  Control 
In  Customer  Service 
In  Systems  Development 

Full  patient  records  with  drug  interactions 

I  KKHFOST,  Preston  PK5  6BR  Telephone:  (0772)  323763 


LABELS 


QUAimr  LABELS  delivered  in  14  DAYS* 

OR  NO  CHARGE— 

L  Thafsthe 
'         PARK  PRINTING  PLEDGE 
PARK  PRINTING,  183  GREAT  HOWARD  STREET 

051.298  2233 

#  Ofnn  APPUf  5  rO  U.K.  mainland  ONIY:  WnmiN  OiTAItS  PKOVIOtD. 

PATIENT  MEDICATION  RECORDS 
CARDS  AND  FORMS 

CREDIT  CARD  SIZED  PLASTIC  CARDS  WITH  AN  EASY  TO  USE  DATA 
SEAL  SYSTEM  AND  PATIENT  DETAIL  FORMS  ARE  NOW  AVAILABLE 

PHONE  JULIE  FOR  DETAILS  AND  SAMPLES. 


LABELS 


FREE 


PRICE  GUN 
OR  LABELS 

Buy  a  quantity  of  price  labels 
and  you  can  choose  either  a 
FREE  price  gun  or  claim  a 
FREE  extra  box  of  labels 
A  box  of  45,000  Printed  Labels 
could  cost  less  than  £30!!! 


TOMLYD^T 

PHONE  0702  333761  lAnytlmel 
LOW  PRICE  LABEL  CO  FREEPOST 
88  SOUTHBOURNE  GROVE 
WESTCLIFF-ON  SEA  SSO  8BR. 


PRODUCTS  &  SERVICES 


mtALABEL  PC 

"The  Ultimate  in  pharmacy  labelling..." 

"Versatile"  "Uncomplicated" 
"IBM  PC  Compatible"  "Quality  Software" 


IMOW:  also  available  with  patient  records 


Computer  Systems  Limited 


Village  Workshops,  Prestwich,  Manchester  I\/I25  8WB. 
ENQUIRIES:  061 -773  7909 


SHOPFiniNGS 


aApeils  Systems  Ltd 
Unit  P,  Kinqsway  Tradinq  Estate 


LJmdasch 

Fama 


A 

m 

Approved 


M  NATIONAL 
HAS  ASSOCIATION 
SHCOTTTTERS 


Unit  P,  Kinqsway  Tradinq  Estate 
Kinqsway,  Luton,  Beds  LU1  1LP 
Telephone.  Luton  (0582)  4571  1 1 

Shopfitting  styles 
for  modern  selling 

★  Competitive  prices 

★  Attractive  designs  ★  Dispensary  fittings 

★  Unsurpassed  quality         ★  Incredible  space  saving 


ASHBOURNE 

RETAIL  DESIGN  •  SHOPFITTING  •  CONTRACTS 
Changing  the  Face  of  Community  Pharmacies 

Continental  Dispensary  Storage  Systems 

088:^  7  1 7233 

ASHBOURNE  DISPLAY  SYSI'KMS  LTD 
IIAIVIUYN  HOUSK  •  BP:AI)UI:S  UANK 
OUDOXTED  •  SUKKi;^  KH8  9,KJ. 


Lux  Line 

SHOPFITTERS  FOR  THE  PHARMACY 

REFITS,  NEW  INSTALLATIONS,  CEILINGS,  SHOPFRONTS, 
ELECTRICAL,  FINANCE,  NPA  &  NUMARK  APPROVED. 
SO  CONTACT  US  NOW. 

LUXLINE  LTD,  8  COMMERCE  WAY,  LEIGHTON 
BUZZARD,  BEDS.  TEL:  0525-381356 
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EXDRUM 

—STOREFITTERS-J 


m 


0676  '  834077 

COMPREHENSIVE  DESIGN.  MANUFACTURE  AND 
INSTALLATION  SERVICE  FOR  THE  RETAIL  PHARMACY 


KING  CHA»l£i  iUSINtSS  OLD  N(WTON  «OAD  MIATMHtlO  OtVON  YOU  6m 


FOR 
PRICE  LIST 

QUOTES 
GENERAL  ADVICE 

PLEASE  CONTACT 
MERVYN  GREEN  MPS 

EURIMPHARM 

UNIT  A6,  83  COPERS  COPE  ROAD 

BECKENHAM,  KENT  BR3  1  NR 
TEL:  01  658  2255  TELEX  263832 
 FAX:  01  658  8680 


FEBRUARY  OFFERS 


STOCK  FOR  SALE 


SAVE  WITH  CAMPDALE 


CAMPDALE  LTD 


67,  CENTRAL  ROAD, 

-J 
< 

HUGGLESCOTE, 

o 

Q. 

COALVILLE, 

< 

LEICESTER  LE6  2RZ. 

Subject  to  availability 

AMlL0RIDE5mg 

500 

8.99 

METHYLDOPA250mg 

1000 

13.75 

METHYLDOPASOOmg 

500 

13.75 

C4-I 
(4-1 

CO-PROXAMOL(OVAL) 

(50x100)  34.50 

NIFEDIPINE  lOmg 

100 

5.50 

UJ 

> 

PROCYCLIDINESmg 

500 

13.75 

<  • 
CO 

SALBUTAMOL  INHALERS 

1 

0.89 

SAVE  £  £  with  CAMPDALE  LTD 

w  ^ 

^^HK^^^^^  PIIAKMACHJIIC  Al  .^0^^^B 

^^^Hk^S^^  imporfi  rs  .^tKS/^^m 


URIMPHARM  LTD 


COALVILLE  (0530) 
811590  &  811657 


SAVE£££££££££ 


Al  PHARMACEUTICALS 
DIGITAL  THERMOMETERS 

THE  MOST  AFFORDABLE  IN  THE  UK: 
TRADE  £3.50.  RRP  only  £5.95 
8  as  6  =  33%  free  stock 
1  7  as  1  2  =  41  %  free  stock 

SUPER  25  MINIFILTERS 
PHONE  FOR  FREE  SAMPLE 

The  most  affordable  aid  for  giving  up  smoking  in  the  UK. 
Makes  smoking  less  harmful  and  addictive. 
Retails  at  only  99p.  Up  to  1  27%  profit  on  cost. 

CALL  CARMEN  ON  01  582  4844 
FAX:  01 -659  9496 

Orders  taken  7  days  a  week  24  hours  a  day. 


LARGE  QUANTITY 

DURACELL 
KODAK  FILM 

Offered  delivered  UK. 
Please  contact  BOX  C&D  3330 


REMEMBER  THE  NUMBER 

091 413  5069 

REMEMBER  THE  NAME:  - 

D.E.  PHARMACEUTICALS 

COMPARE  THE  PRICES 

110-24  COLOUR  FILMS  ONLY  65p 

UK  KODAK  FILM  25%  DISCOUNT 

PACO  RABANE  75ML  A/S  MRP  £16.75  OUR  PRICE  £7.95 

ANAIS  ANAIS  50ML  EOT  SPRAY  MRP  £18.95  OUR  PRICE  £10.25 

TUSCANY  50ML  EOT  MRP  £19.50  OUR  PRICE  £8.80. 


UK  SEPTRIN  TABLETS 

UKOVRANETTE 

UKNATRILIX 

DISPOSABLE  INSULIN  SYRINGES 


12% 
12% 
18% 
15"/ 


DISCOUNT 
DISCOUNT 
DISCOUNT 
0  DISCOUNT 


28  ATENOLOL  50mg  ONLY  £2.99 

100 ISORBIDE  MONONITRATE  20nig  ONLY  £4.90 

500  CODYDRAMOLONLY  £4.35 

NEED  WE  SAY  MORE! 

D.E.  PHARMACEUTICALS 


'DISCOUNT  UK  GENERICS 

*  EEC  INTERTRADE  ETHICALS 

*  PERFUMES  •  AFTERSHAVES 
'CLEARANCE  LINES 

*  NATIONWIDE  24hr  DELIVERY 


FAX:  0661  853986 


NO.  9  BARMOOR  TERRACE 
RYTON 

TYNE  AND  WEAR,  NE40  3BB 
TEL:  (091)  4135069  (4  lines)  ORDERS 
(0661)  852253  (Administration) 
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Fit  for  more... 


Mr  Gordon  MinshuU  is  to  hand 
over  his  pharmacy  to  his  son  in 
September  after  51  years  of 
service  to  the  local  community. 

The  pharmacy  in  the  High 
Street  at  Clacton-on-Sea  was 
originally  a  drug  store  when 
Gordon  Minshull  took  it  over  in 
1931.  But  over  the  years  he  has 
dispensed  with  films,  cosmetics 
and  the  like,  to  concentrate  on 
medicinals  and  dispensing  so  he 
could  run  it  comfortably  with  the 
support  of  his  wife.  Gordon  says: 
"That  way  we  know  every 
customer  and  we  have  a  great 
circle  of  friends." 


Both  Gordon  and  his  wife  are 
committed  to  local  community 
activities  and  he  is  chairman  of  a 
weekly  newspaper  for  the  blind.  A 
former  captain  with  the  Gurkhas, 
as  he  continues  to  play  a  good 
game  of  squash,  swim  and  jog.  He 
has  no  intention  of  giving  up  any  of 
his  activities  in  September,  in  fact 
he  intends  to  particularly  extend 
his  work  for  the  blind.  Pictured 
above  Gordon  and  his  wife  Pat 
receive  a  cut-glass  decanter  from 
Roger  Metcalf,  manager  of 
Unichem's  Walthamstow  branch, 
in  recognition  of  their  50-plus 
years  in  pharmacy. 


DEATHS 


Lennox:  Stanley  M.  Lennox, 
MRPharmS,  MC,  of 
Brockenhurst,  Hampshire  at  the 
age  of  72.  John  St  John  Cooper, 
vice-chairman  Kings  way 
Rowland,  writes:  "It  is  with  deep 
regret  that  we  heard  of  the  sudden 
death  of  Stanley  Lennox.  He 
qualified  in  1939  from  the  Bristol 
School  of  Pharmacy  and  joined 
British  Drughouses  for  a  short 
period  before  signing  up  with  the 
RAMC  as  a  pharmacist.  He  was 
later  commissioned  and,  while 
serving  in  the  British  Royal 
Ultster  Rifles,  distinguished 
himself  following  the  D-day 
landings  and  was  awarded  the 
Military  Cross. 

Returning  to  th  DH  after 
the  war  he  became  s  ;  manager 
and  then  managing  'ctor  of  a 
subsidiary,  Rowlanu  james.  In 
1963  he  was  made  a  director  of 
BDH  with  responsibility  for 
wholesale  distribution  and, 
following  the  acquisition  of  BDH 
by  Glaxo,  was  made  responsible 


for  transferring  all  London  based 
staff  of  the  chemical  division  to 
BDH  Chemicals  Ltd,  Poole. 

Besides  his  work  for  his 
company,  Stanley  Lennox  also 
played  a  key  role  in  the  profession 
being  at  one  time  chairman  of 
British  Insulin  Manufacturers, 
president  of  The  Chemists' 
Federation  and  chairman  of  the 
West  Kent  branch  of  the 
Pharmaceutical  Society.  He  was 
an  executive  on  the  Association  of 
the  British  Pharmaceutical 
Industry,  National  Association  of 
Pharmaceutical  Distributors,  the 
Proprietory  Articles  Trade 
Association,  the  Drug  &  Fine 
Chemical  Group  and  the  Industrial 
Relations  Board  of  the  Chemical 
Industries  Association.  ^ 

Stanley  Lennox  was  a 
courageous  man  who  always 
cared  for  others  before  himself, 
and  who  gave  great  service  to  his 
country,  his  profession  and  to  his 
company.  He  leaves  a  widow, 
Jean,  two  daughters  and  a  son" . 


Nurmark  claimed  a  75  per  cent  success  rate  from  recruitment  meetings 
held  in  Newcastle -upon-Lyme  and  Birmingham  last  month.  The 
meetings  were  organised  by  Saints  Pharmaceuticals  whose  chief 
executive,  Gerald  Brooks  (right)  receives  a  plaque  for  becoming 
Numark's  fifthteenth  independent  wholesaler,  from  Trevor  Dixon, 
Numark 's  managing  director 


Colchester  Branch  of  the 
RSPGB  presents  reproduction 
Delft  jars  to  three  of  its  members 
in  honour  of  their  50  years  on  the 
Register.  Harold  Morley  (back 
left).  Jack  Bearman  (back  right) 
and  Greg  Staffiere  (front  left) 
were  presented  with  the  jars  by 
youngster  John  Anthistle,  the 
branch  chairman.  The  evening, 
sponsored  by  May  &  Baker,  was 
well  attended  and  the  three 
'  'honorary ' '  guests  recalled  the 
early  days  of  pharmacy  and 
wartime  events 


APPOINTMENTS 


Wella  have  appointed  Philippe 
Mihailovic  as  marketing  manager 
following  the  assignment  of  Mike 
Regan  to  the  new  position  of 
corporate  development  manager. 

Beanstalk  Ltd  have  appointed  Patrick 
McKeever  as  a  contact  for  local 
retailers  in  Northern  Ireland. 

Galenco  (UK)  Ltd  have  appointed 
Brian  Proctor  as  field  sales 
manager,  Chemist  Division.  Mr 
Proctor  was  previously  area  sales 
manager  for  Schwarzkopf. 
Jeyes  Group  pic  have  appointed  Mr 
Ken  Minton,  chief  executive  and 
managing  director  of  Laporte 
Industries,  as  a  non-executive 
director.  Mr  Norman  Usher  has 
been  made  marketing  director 
with  responsibilities  for  product 
development  and  overseas 
expansion. 

South  East  Pharmaceutical  Industry  Group 

have  appointed  Michael  Wallace, 
managing  director  of  Schering 
Health  Care  Ltd,  as  chairman. 
The  former  chairman,  Michael 
Jowett  has  moved  to  Upjohn  in  the 
USA. 

Milupa  UK  Ltd  have  appointed 
Michael  Dunne  director  of  finance. 
He  was  formerly  with  Pharmacia. 
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DMI'dl  Ml  HK\/(IIN  IIM  M  UK  Iff 
2  MTKK  Ho  n  I  K 


PHOKCODINK  KINCTKS  BP. 
2  KITHK  liOTTKE 


Uglily  pill  ire 
diinidl  simple 

Having  been  in  I  he  business  since  1846 
Ransoms  can  justifial)ly  claim  to  have  more 
experience  in  piofliicino;  pharmaceutical 
products  than  just  about  anyone  else. 

Traditional  j^rocesses,  sophisticated  R«&D 
and  modern  manufacturing  techniques  are 
used  in  harmony  to  produce  our  popular 
2  litre  galenicals  and  our  expanding  range 
of  packed  liquid  pharmaceuticals. 

Because  we  know  that  our  performance 
can  help  enhance  your  reputation,  we 
constantly  strive  to  improve  our  quality  and 
sei-vice.  To  give  you  the  products  you  want, 
made  to  a  consistently  high  standard  at  a 
competitive  price. 

It's  a  simple  but  successful  formula.  And 
it's  available  from  wholesalers. 

William  Ransom  &  Son  pic,  Hitchin, 
Hertfordshire  SG5  ILY.  Tel:  (0462)  37615. 
Telex:  825631.  Fax:  (0462)  420528. 


K\ol  IN  \Ml  MOHI'IIINK 
\1I\  I  I  HI  HI' 
2011  Ml   HOI  I  I  K 


sIMf'KK  KINCTliS  HI' 
2l)(l  Ml  HOITI  K 


ma(;nesik\i  thisilicatk 
mixture  bp.  2  i.itrf.  bottke 


It  took  £250,000 
to  get  this  man 
to  talk  about 

NEW 
Dequa 


New  Dequacets  is  a  brand  new  lozenge  from  Evan 
which  not  only  soothes  a  sore  throat,  but  contain 
menthol  to  unblock  nasal  congestion. 

Supported  by  a  substantial  promotional  spend,  th 
'Dequa  Man  will  be  appearing  on  poster  sites  a 
over  the  U.K.  this  winter  -  persuading  the  public  t, 
ask  for  the  Dequa  range  by  name. 

Order  the  Dequa  range  now  through  your  loc; 
wholesaler  or  Evans  representative.  j 


SOOTHING  RELIEF  OF 
COl^mON  AND  SORE  THROATS 


EVANS  Keeping  aheac 
of  the  competitiorl 


